




7 out of 10 leading PC brands prefer Samsung - shouldn’t you? 

Behind these popular brand names lies a Samsung-built monitor Btrt Samsung also manufactures its Ovvn brand -SyncMaster', This world-renowned 
brand has amassed prestigious international awards from leading trade publications. Enjoy all the benefits of putting a Samsung SyncMaster 
monrtor on top of your preferred PC. SyncMaster will maximize your technology dollar and boost your bottom 
line. Find out how Samsung mentors can help you stay on top of your technology budget Call your Samsung 
distributor to find out more about our generous rebate programs, or vist www.samsungcanada.com/reseller 
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Visit The Samsung Store @ www.sanisungcanada.com/reseller 
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Hot-637 

- Pentium* il, ATX Form Factor 

- Intel 440LX AGPset, Support AGP 66MHz/133MHz Devices 

- Support Ultra DMA mode, up to 33 MBytes/sec 

- 32-btt PCI X 4 and 16-bit ISA x 3 

- Support Intel LANDesk Client Manager 

Hot-569 

- Pentium* Processor-based, AT Form Factor 

- Intel 430TX PCIset supports ACPI 

- Support Ultra DMA mode, up to 33 Mbytes/sec 

- 32-bit PCI X 4 and 16-bit ISA x 3 

- Support CPU voltages Auto-detect 

Hot-579 

- Pentium® Processor-based, AT Form Factor 

- VIA, VT82C585VP System Controller, VT82C587VP 
Data Buffer and VTS2C586B PCI to ISA bridge 

- Support Ultra DMA mode, up to 33 MBytes/sec 

- 32-bll PCI X 4 and 1 6-bit ISA x 3 

- Support CPU voltages Auto-detect 
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Solutions In Computer Distribution 


Toronto Office Montreal Oi 

160 Konrad Gres. 3385 RueGritfiin 186-4611 Vikii 

Markham, ON St. Laurent, PQ Richmond, B.C. 

L3R STS H4T 1 W5 V6V 2K9 

Ph: 90S-S40-3600 Ph: 514-345-9000 95:604-621-0177 

Fx: 905-940-3604 Fx: 514-345-B551 Fx: 804-821-0277 
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A Fresh 


Technology Driver... 


really know which network 
product can save the cost 
and minimize the troubles of 
your LAN system? 

Do you worry that the network 
investment has no continual 
upgradable and supportable 
service? Don’t worry! 

At Comtronic, we provide 


604.273.7280 

Calgary 

403.250.8352 

Hamilton 

905.574.3744 


you with a simple & efficient 
solution to match your 
requirements. Keep driving 
the speedy development of 
fresh network technology 
into lOOM / Switching and 
Internet fields. 


Needs only one ISP accouni foi 



Toronto 

905.881.3606 

Ottawa 

613.736.7513 

Montreal 

514.731.1223 

Halifax 

902.463.8777 






li 3B rc suREcom" 


Comtronic, a high-end distributor provides a wide range of full-system & component 
solutions. Our ultimate goal is to provide premium products, competitive prices and 
outstanding customer service. We strive on becoming a one stop solution centre for our 
[http://vvww.comtronic.ca] customers. Contact Comtronic today for a wide array of products & services. 


^Comtronic 


83 Commerce Valley Drive East •Thornhill, Ontario ■ L3T 7T3 -Tel. 905-881-3606 • Fax. 905-881-6893 • Toll Free 1-800-297-5505 



EDITOR'S DESK 


Why Price Is Not Enough 


When I was u little girl, 
1 remember sitting in 
the front pew at church, 
squirming uncomfort- 
ably as the minister, 
who alas, happened to 
be my father, recounted the personal details 
of my young life to the congregation in the 
interest of a segue to his point. 

In light of that painful memory. I can 
sympathize with my spouse, as I'm about 
to publicly recount how he didn't get the 
best price on his most recent technology 
purchase. Indeed, his goal was to buy a 
laser printer for his company, and he set out 
to look at many brands and models to try to 
find the right printer for his busines.s needs 
— and, of course, to get a good deal ! 

However, he was very impressed with 
one reseller who spent considerable lime 
with him, and addressed his questions and 
concerns about printers in a knowledgeable 
and helpful manner. So much so. that even 
though another store was selling the exact 
printer ui a cheaper price, my husband 
decided to pay the extra money in the inter- 
est of the exceptional service rendered. 

Service is a big pan of the quality of 
any product or business. Behavior such us 
my spouse's lies into the equation: Value = 
Quaiin ■ Price, proposed by futurist 
Richard Worzel, author of "The Next 20 
Years Of Your Life." He was guest speaker 
at a recent StorageTek road lour. (The tour 
featured ihe Canadian-made Rex automat- 
ed daily back-up solution, aimed particu- 
larly at small businesses and mobile work- 
ers, starting at $25 per month.) As more 
companies arc realizing the role of product 
quality in value. Worzel said, quality 
becomes mainly irrelevant — once you've 
got it. 

Indeed, he quoted author Tom 
Connellan: "Your competition is anyone 
who raises the expectations of your cus- 
tomer. Your customers compare your trans- 
actions with transactions with Disney, 
FedEx and L.L. Bean, not just Ihe compa- 
ny across the street that happens to be in 
the same industry." Then, Arie de Geus. a 
futurist with Royal Dutch Shell: “Learning 
faster than your competitors is the only sus- 
tainable competitive advantage in an envi- 
ronment of rapid change and innovation." 

This month, our Letters section (page 
8), features a letter from a Canadian 
reseller irked at being forced to compete 
directly with .some of his distributors, on 


government bids. Because that reseller 
wasn't prepared to go completely public 
with his complaint, we agreed to publish 
the letter without naming him. However, 
channel conflict is one of those issues that 
Just isn't going away. Some industry 
watchers think the level of conflict is actu- 
ally worsening, due to Ihe advent of 
Internet sales, which makes the “direct" 
option even more appealing for some man- 
ufacturers and distributors. 

Just as you appreciate customer loyal- 
ty. and hopefully reward it, it'.s up to you to 
express loyally to those among your sup- 
pliers that obviously have your interests in 
mind, as well as their own. If you're feel- 
ing marked competition from your very 
.suppliers, there is a real problem with 
.somebody's business model. The upside to 
a competitive market means you can 
express your appreciation or your dislike of 
your partners' approach to business with 
your feet and your pockeibiwk. 

Having said that, however; it's possi- 
ble to get overly hung up on price. If price 
is the only true differentiating factor in 
your business — worry. 

This issue, we're running a special 
feature on distribution. Please see; 
“Dislribulior: A precarious proposiUonT' 
(page 34) for a discussion on how 
Canadian distributors are trying to both 
specialize and diversify their offerings in 
the never-ending battle for market-share, 
revenues and profits. 

Technology-wise, low-cost ink-jets 
are hitting the market with fabulous capa- 
bilities when it comes to both black-and- 
white and color printing. See Lab Test 
(page 40) for our lop picks among the sub- 
$500 ink-jet printers. Also, check out the 
special report on Networking by Associate 
Editor Jeff Evans for an overview of the 
market and opportunities, particularly in 
the light of today's Internet reality. (Please 
see: “Connect The Dots," page 22.) 

And for an analysis of the tough de.sk- 
lop publishing bu.siness, don't miss “Who 
Will Save Desktop Publishing?" (page 50) 
by contributor Geof Wheelwright, 

Enjoy the issue. 

What do you think of our coverage, 
and which technology or market issues 
concern you? Drop me a line at 
gracecSinelcom.ca. KW 

Grace Casselman 
Editor 
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MOST MEETINGS ARE SAVED BY SOMEBODY PULLING SOMETHING FROM 
THEIR BACK POCKET. LIKE A COLOUR PRESENTATION. 

With its 640 x 240 pixel colour screen, the new HP 620LX lets you do everything in colour; 
send e-mail, surf the net, create spreadsheets, give compelling presentations. Wherever, 
whenever, www.hp.com/handheld 



LETTERS 


Professional business ethics and inlegritv 

For some time now I have observed what I would 
consider "unfair business practice" and lack of 
ethics from some distributors. 

Like most resellers and VARs. some of our 
business focus is on government tenders. 
Occasionally we turn towards [certain distribu- 
tors] to provide us with a quote on those ten- 
ders. I was quite surprised to see them bid 
directly on those same offers. I have to ask, 
"What are the chances for any of us to ever suc- 
cessfully win a tender that has been bid on by a 
distributor?" 

Is this a common practice? 

What's astonishing is the fact that even the 
Industry Canada Competition Bureau does not see 
this situation as being abnormal. A worker at the 
Competition Bureau did recognize that a distribu- 
tor would have an unfair advantage over a 
VAR/resellar, but there are no laws preventing 
such actions unless there is proof of collusion. 

Am I the only one that thinks that this is 
unfair business practice? 

How many more of us feel victimized by this 
situation? 

Canadian reseller 
IName withheld from publicetion on reQueslI 


Support the underdogs! 

I like things about both browsers, however the 
right clickable "Send Page" in Netscape has 
Internet Explorer 4.0 beat by a long shot. 

I send information to my clients whose 
e-mail addresses I have in my database. They 
appreciate the articles I send them that they may 
otherwise have missed. 

Monopolies are not good! Even though I am 
a registered Microsoft reseller. I would have to pay 
Microsoft in order to help a client with error mes- 
sages in the Win 95 operating system! On the 
other hand, as a registered Corel reseller of 
WordPerfect suites, I have free access to help! 

We need more underdogs and fewer "dogs! " 
Support alternative software! 

Charles Pedley, consultant 
Computerworksl. Welland, Ont. 

cpedtey®l3w.com 


CCW BULLETIN BOARD 


Looking for a product, service or part- 
ner? Write to CCW Bulletin Board, at 
CCW® (cp.ca, or fax: (403) 262-7892. 


Letters To The Editor 

We welcome your letter.s on industry 
issues and concerns, as well as your com- 
ments on our magazine. 

We reserve the right to edit your contri- 
butions for length and clarity. 

Please write to The Editor, via e-mail at 
ccw@tcp,ca. or fax: (604) 608-2686. 


UUIred To The (JUeb 

Which Microsoft products are Year 2000-ready? 

Visit the Product Guide section athttp:/M\A/w.microsoft.com/Year2000/\o look up Microsoft prod- 
ucts for their Year 200D-re3diness. Products listed as not compliant include Word 5.0 for DOS, 
Access 2.0 and Office 4.x, Professional Edition. Windows 95 Is considered 'compliant with minor 
Issues." Visit the site for the details. 



The EPoX EP-61BXA-M, also named as BXA, is based on the Intel 440BX chipset, 
a PCI set offering lOOMHz Bus Clock, supporting single Slot-1 Pentium* II or 
Deschutes CPUs operating at 233-550 MHz. BXA also combines with many 

■ iiiiijiiiLiiiiiiJiiiiiJiiiiiwiiB advanced features, such as the 

ItH li n il ' iliy il ll 'I lli ri ll T I T IIIl 'nimi Keyboard Power-On (KBPO), Unified 

flR in System Diagnostic Manager (USDM), 

I I Easy Setting Single Jumper (ESSJ) and 

III H much more! 


^^wEPcX 

EPoX rs a memiKi ol ASP end Bele Site for VIA Teclmologiis. Inc. 

Please visit http://www.elcosys.com for more details. 


Toronto Headquarters /Tel; (90S) 470-7301 / Fac (905) 470-7304 
Ottawa /Tel; 1613) 746-8Z27 / Fai; 1613) 746-8679 
Montreal / Teh (514) 333-6538 /Fee; (514) 333-6549 
Vancouver / Tel: (604) 303-0206 /Fai: (604) 303-0207 
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THE 

INVENTOR 
OF JUMPERLESS 
MOTHERBOARD 

Your Reliable Partner 

IS FINAUY ARRIVED 


yisiT- 

Your Reliable Partner 

ABIT Computer Corporation 

Tel: 886-2-2698-1808 Fax: 8B6-2-269B-1 81 1 

Web Site:http://www.abit.coni.tw. E-Mail; sale$@abrt.cani.tw. 

ABIT Computer (USA! Corporation 

Tel: l-SlO-623-0500 fox: 1-510-623-1092 

Web Sile;http://www.Dbit-usa.com E-Mail: sales@abit-usa.coin 


Authorized Distributors : 

Amax Engineering Corporation 
Tel; [888)228-2629 
Fax: (604)276-1700 

Eurone Teehnology (Canada) Inc. 
Tei: (604)273-9600/(888)338-9600 
Fox: (604)273-9630 
E-Mail: euroneca@sniart 1 .com 


Mint-Micra Supply, Inc. 

Tel; (4)6)321-8898/(888)309-8898 
Fox:(416)321-2303 

Resonant Consulting Inc. 

Tel: (604)270-4455/(800)394-2233 

Fox:(604)270-4488 

E-Mail: resanan1s@aicom.coni 
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LX6 

• CPU SO^ MENU'“- Jumperless Technology 
•Supports 66, 75* * and B3*MHz CPU external clock speeds 
•Supports Pentium* II 233 - 333 MHz processor cartridge 
•Intel 440LX chipset supports Ultra DMA/33 lOE protocol, 

ACPI and AGP 66MHz/133MHz (Sideband) 3-3V device 

• Four 1 68-pin DIMM sockets for 3,3V unbuffered DRAM modules support SDRAM 
EDO DRAM 

• Supports up to 51 2Ma MAX. (8, 16,32,64, 128MB EDO or 
SDRAM) and ECC function 

•ATX Form factor. Four PCI slots. Three ISA slots and one AGP slot 


AHO 

• CPU Sb^ MENU'"- Jumperless Technology 

• Supports 66, 75* and 83*MHz CPU external clock speeds 

• Supports Pentium* II 233 - 300 MHz processor cartridge 

• Intel 440LX chipset supports Ultra DMA/33 IDE protocol, ACPI, 
and AGP 66MHz/l 33MHz (Sideband) 3.3V device 

•Three 168-pin DIMM sockets for3-3V unbuffered DRAM modules support SDRAM, 
EDO DRAM 

• Supports up to 384MB MAX, (8, 16, 32, 64, 1 28MB EDO or SDRAM) and ECC function 
•ATX form factor , One AGP slot. Three PCI slots and Two ISA slots 


IT5A 

•Supports 50, 55, 60, 66, 75*, 83*, 100'MHz CPU external clock speeds 
•Supports Pentium® processors and Pentium® processors with MMX'“ technology. 

AMD- K5'“ /K6'“/ K6-3D, Cyrix 6x86'“/6x86L'“ /6x86MX”- , IDT WinChip C6 processors 
•ALi Aladdin 5 chipset supports Ultra DMA/33 IDE protocol, ACPI and AGP 66/133 
MHz (Sideband) 3.3V devices 

•Two 1 68-pin DIMM sockets for 3.3V unbuffered DRAM modules support SDRAM, 

EDO DRAM up to 256MB 

•ATX form factor , Three PCI slots. Two ISA slots and One AGP slot 
• PC97 Compliant 


AX5 

• CPU SOFT MENU'"- Jumperless Technology 

• Supports 50, 55, 60, 66, 75*, B3*MHz CPU external clock speeds 

• Supports Pentium* processors and Pentium* processors with MMX"" technology, 
AMD-K5'" /K6'", Cyrix 6x86’"/6x86L'“ /6x86MX'" , IDT WinChip C6 processors 

• Intel 430 TX chipset supports Ultra DMA/33 IDE protocol, ACPI and Windows 95 soft off 

• Three 168-pin DIMM sockets for 3,3V unbuffered DRAM modules support SDRAM, 

EDO DRAM , and Four 72-pin SIMM sockets support EDO & FP modules , up to 256MB 

• ATX form factor , Four ISA slots, four PCI slots 


TXj5 

•CPU SOFT MENU'"- Jumperless Technology 

• CPU Monitoring Management (EISCA) 

• Supports 55, 60, 66, 75*, 83*MHz CPU external clock speeds 

• Supports Pentium* processors and Pentium* processors with MMX'“ technology, 
AMD-K5'" /K6'" , Cyrix 6x86'"/6x86L'" /6x86M)C" , IDT WinChip C6 processors 

• Intel 430 TX chipset supports Ultra DMA/33 IDE protocol, ACPI 

•Two 168-pin DIMM sockets for 3.3V unbuffered DRAM modules support SDRAM, 

EDO DRAM , and Four 72-pin SIMM sockets support EDO S FP modules , up to 2S6MB 

• Baby AT form factor. Three ISA slots. Four PCI slots 


PX5 

•CPU SOFT MENU'"- Jumperless Technology 

• Supports 50, 55, 60, 66, 75’, 83*MHz CPU external clock speeds 

• Supports Pentium* processors and Pentium* processors with MMX'“ technology, 
AMD-K5'" /K6'" , Cyrix 6x86'"/6x86L'" /6x86M)C" . IDT WinChip C6 processors 

• Intel 430 TX chipset supports Ultra DMA/33 IDE protocol, ACPI 

•Two 168-pin DIMM sockets for 3,3V unbuffered DRAM modules support SDRAM, 

EDO DRAM , and Four 72-pin SIMM sockets support EDO & FP modules , up to 256MB 

• Baby AT form factor. Four ISA slots. Four PCI slots 




" THE FUTURE TREND OF 
MOTHERBOARD 



SOFTiyiENU^*"ll-Jumpless 
Technology " 



BX6 

• CPU SOFT MENU™ II • Jumperiess Technology 

• Supports Pentium® II 350 - 400 MHz processor cartridge 
CBased on 100MHz clock), Pentium® II 233 ~ 333 MHz 
processor cartridge (Based on 66MHz clock), 

• Intel 440BX chipset, supports Ultra DMA/33 IDE protocof.AGP 66MHz/ 
133MHz (Sideband) 3.3V device 

•Four 168-pin DIMM sockets support SDRAM module 

•Supports up to 512MB MAX. (8. 16, 32. 64, 128MB SDRAM) 
and ECC function 

•ATX Form factor. One AGP slot, Four PCI slots and Three ISA slots 


THE NEW SOFT MENU^” II ; 

It is time to upgrade again and this motherboard is the perfect 
basis for your whole system. The ABIT BX6 comes with Intel's 
new high-end chipset announced on April 16 to support the new 
Pentium® II 350 MHz and 400 MHz CPU's. Better yet, this motherboard is 
backwards compatible to support all Pentium® II CPU's currently on the market. 
That means that you can use your current Pentium® II CPU with the BX6 and 
get a performance boost from all the lastest features of Intel's 440BX chipset . 
Furthermore, you can benefit from ABIT's new Soft Menu^*'* II which allows for 
the frist time ever.voltage adjustment for Pentium® II CPU's, plus faster boot 
times compared to the original Soft Menu'^*^, and on-board hardware 
temperature monitoring. 

'Bus speeds of 75. 63, 112, and 133 MHz CPU bus speeds are supported but not guaranteed due to the CPU and chipset specs. 









INDUSTRY FLASH 


JMDUSTRY FLASH! 


Windows 98 goes public 
on June 25, says Microsoft 

Microsoft Corp. says it will make the next 
generation of its desktop operating system, 
Windows 98. available to the public on 
June 25. 

More than 150,000 consumers worldwide 
have been participating in the Consumer Beta 
Preview Program for the operating system, 

Microsoft says the new product opens 
applications 36 per cent quicker on average, 
and says graphics and shutting down the PC are 
up to five dmes quicker than with Windows 95. 
Moreover, Microsoft claims the operating sys- 
tem uses hard drive space more efliciently — 
and on average, users should expect to have 28 
per cent more free disk space. 

The upgrade version for users of 
Windows 95 or Windows 3.1 is $ 1 49. 


Tech Data buys Computer 2000 for more European coverage 

Expanding its European presence, distributor Tech Data Corp. has purchased a majority interest 
in Computer 2000. which has more than 40 distribution subsidiaries in 30 countrie.s. 

Steven Raymund, Tech Data's chairman and CEO said this was a big step in Tech Data's 
European expansion plan. "We've committed to participating in the European market,” he said. 

While the purchase won't have a direct impact on Tech Data Canada Inc. or Canadian 
resellers, Raymund said larger Canadian resellers selling into Europe may be attracted by a 
working with a distributor that can provide support "on both sides of the market-place." 

Tech Data Corp. is doubling its revenues with this acquisition. The two companies expect to 
achieve revenues of US$15 billioit in this calendar year. Raymond said the meiged company should 
be able to achieve economies of scale, with more purchasing power, and more money to invest in the 
internal information technology infrastructure. 

Motorola MVME147 SBC 
celebrates one decade! 

The Motorola Computer Group has announced 
the 10th anniversary of the MVMEI47 single 
board computer (SBC), nece.ssary for such 
applicaiiuns as internetworking equipment, 
diagnostic instrumentation, process control 
and material handling equipment. 

The MVME147 and the Delta Series 
VME systems have been used for Unix and 
real-time VME computers. 

Motorola says significant enhancements 
have been made to the manufacturing process- 



es for the MVME147 over the last decade, 
such as the migration from a through-hole 
assembly with many discrete devices to a sur- 
face-mount design with ASICs consolidating 
much of the onboard logic. 
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Dealers Wanted 




Affordable (Price ... Under $70) + Reliable (2Yrs. Warranty) 
Matsonic or Abit It’s Your Choice 


See us at booth #5253 ■ 


Eurone Technology (Canada) Inc. 

Unit3,3511 Vlk^ Way, Richmond, BC.VBV1W1 Tel (604| 273-9600 /888-33a-96[!0 Fax (604) 273-9B3D Website: www.eiirone.com Email: euror8ca®smartt.(S 


HONG KONG • SINGAPORE • THAILAND • USA • TAIWAN • GERMANY • FRANCE 
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Compaq Canada reports revenue and unit growth 


Compuij Canada Inc. says its Ql unit sales 
are up 64 per cenl over last year, and rev- 
enue.s have increased 32 per cent. "Compaq 
Canada had a sensational quarter on all 
fronts. We’re Feeling pretty bullish," said 
John Boyle, director of marketing. 

The Canadian subsidiary earned $1.64 
billion in 1997. Twenty per cent of units 
shipped in the first quarter of this year were 
consumer-oriented products, which is an 
increase, said Boyle. 


Corporately, Boyle said the company has 
been working to operate more efficiently, and 
to provide faster turnaround on orders for the 
channel. In regards to merging Digital 
Equipment Corp. with Compaq Computer 
Corp., pending regulatory approvals, the 
integration will be done in the next six 
months, with most of it happening within the 
next three or four months, .said Boyle. “We 
will move very rapidly to completely inte- 
grate the two organizations." 


NEC Versa survives bomb squad explosion! 


Never mind checking one’s notebook. How 
about blowing it up? The Computer Systems 
Division of Packard Bell NEC Inc. (PB NEC) 
itnnounced that one of its Versa notebook 
computers has survived detonation by a bomb 
squad, and continues to function, despite 
damage to its screen and external case. 

According to NEC. an employee at the 
Rochc.ster. N.Y.. Army National Guard armory 
spotted an unmarked, heavily taped package in 
the parking lot. As a precaution, police called 
in the bomb squad to investigate the box. An 
examination by a remote-controlled robot 
revealed that the box contained wires and 
cables, so the bomb squad decided to detonate 
the package after clearing the urea. The small 
blast lore the box apart and revealed a Versa 
notebook computer and some peripherals, 
which had been reported stolen from Joseph 
Songin earlier. The speakers, CD-ROM drive 
and battery pack were damaged, as were the 
lop panel and screen of the notebook, which 
look the brum of the blast. 

Despite this damage, die Versa, which was 




primarily used for map plot- 
ting. Flight planning and con- 
ducting meteorological research, 
continued to function, without 
any data loss, damage to the procc.ssor, hard 
drive or memory slots, said NEC, 

NEC said following the blast, the owner 
hooked up the damaged machine to a VGA 
monitor, and sent an e-mail to the PB NEC cus- 
tomer service depaitmenl. "You make one 
rugged machine,” wrote Songin. facilities man- 
ager at the Army National Guard. "1 hooked up 
a VGA monitor to the undamaged monitor port 
and flipped the power switch. 1 expected it to 
start smoking and had a fire extinguisher ready, 
but instead the password screen appeared." 

Gordon Neff, national product manager, 
.strategic accounts for Packard Bell NEC 
Canada, said: "This incident demonstrates the 
level of quality in our products; however, we 
don’t recommend that customers try this at 

At press time, the theft of the machine 
was still under investigation, m 
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LETTERS 

Canadien Compular Wholesaler m\cmes your 
opinions on current issues in the merkei. plus your 
leedbeck on our publication. 


NEWS 

We welcome your Ideas rggarbing news end feature 
topics (or Cariadian Computer Wwlesaler. 
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TEST LABS 

We’d like to hear your feedback and* 
suggestions on our Test Labs reviews section. 
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P2B Series 


eatures & Benefits 


440BX Provides 100MHz System Bus 



lOOMHz System Bus (FSB) 
Supports PenGurn*!! 233-400MHz 
Enhanced ACPI Features 
New Ant' Boot Virus BIOS 


100MHz System Bus (FSB) 

Supports Pentum*ll 233-400MHz 
Adaptec 80MB/sec AIC78gO Ultra2 SCSI 
Intel 82558 100/1 0Mbps LAN Controller 
Enhanced ACPI Features 


Double Data Transfer Efficiency 
by Speeding SCSI Devices from 
40MB/sec to BOMB/sec 


Mainboard 

„ ' HI 


SuDDorts Pentium*l( 233-400MHz a 


Enhanced ACPI Features for Win98/PC98 


enhanced ACPI BIOS 
Latest Intel 440BX AGPset 


New Anti Boot Virus BIOS 


Latest Ultra2 SCS 


-- 

erforBMm 

SOmb/sec Ultra: SCSI 



100/1 OMbps LAN Supports 
Wake-On-LAN Feature 


100Mbps LAN with Wake-On>LAN Capability 


Sharply Reduces Total Cost of 
Ownership with the Most 
Reliable Remote Control LAN 


' Supports Dual Pentium*ll 233-400MHz 
' Adapteo 80MB/sec AIC78go Ultra2 SCSI 
' Enhanced ACPI Features 
' New Anti Boot Virus BIOS 


Dual Pentiuni@ll Power 
80MB/sec Ultra2 SCSI 



RSUSTeK COMPUTER INC. 


RSUSTeK COMPUTER INC 

150 Li-Te Road, Peitou, Taipei, Taiwan, R,O.C. 
TEL: 886-2-2894-3447 FAX: 886-2-2894-3449 
http://www,asus.com.tw/ 
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CANADA WATCH 



Domtar tells suppliers to beat 
millennium bug or else 

(NB) — Canadian pulp and paper giant 
Domiar I.cd. has sem a strongly worded ulti- 
matum to hundreds of its suppliers advising 
them to guarantee their computers are rid of 
the so-called "millenniuin bug." or face the 
loss of Domtar business. 

The ultimatum calls for guarantees 
from each supplier that not only will their 
computers be able to provide products and 
services “without interruption or delay" 
before, during and after "calendar year 
2000.” but that their suppliers in turn can 
make such assurances. 


industry awards 

Applications Branch, for application of tech- 
nology. Dr. Paul Patterson, senior chairholder 
in management technology change at 
University College of Cape Breton in Sydney. 
N.S., for community service; Randy Mar.sden. 
president and chief executive of Madenia 
Communications Inc. in Edmonton, for adap- 
tive technologies; and Lionel Hurlubise. 
chairman of Ericsson Communications Inc. in 
Mount-Royal. 


CANARIE hands out technology 

(NB) — Five Canadians were honored at the 
1998 National IWAY Awards, given out in 
Toronto recently by Canadian Network for the 
Advancement of Research. Industry and 
Education (CANARIE) Inc. and the Canadian 
Advanced Technology As.sociation (CATA) 
and sponsored by the Royal Bank of Canada. 

This year’s winners were: Jean-Francois 
Meunier. president of CIFRA Medical Inc. in 
Sainte-Foy. Que.. for new-iechnology devel- 
opment; Doug Hull, director general of 
Industry Canada's Information Highway 


Skills shortage makes Year 2000 scarier! 

(NB) — Even those oiganizations that woke up to the year 2000 
problem in time may face a big obstacle in trying to correct it: 
people. There .simply are not enough people in Canada with the 
necessary skills, and there is little time to train more. 

How big is the problem? "In a word.” says Vince Forrestall, president of Deevan 
Technology Management in Toronto, "all big letters. BIG.” Forresiall’s firm places information 
technology professionals and provides IT asset management services. He said that the is.sue for 
many organizations will not be how much money they are willing to spend to fix their year 2000 
problems, but whether they can get the necessary expertise at any price. 

Joe Boivin. executive director of the Global Millennium Foundation in Ottawa, said 
many large organizations have yet to wake up to the year 2000 problem. As they do, the 
demand for the skills needed to fix it will only grow. Already the cost of year 2000 expertise 
is going up rapidly, said Forrestall. "They're going to be paying 50 per cent more this year 
than they would have paid last year." 






FROMAR 

Enterprises Company Ltd. 


B763 Cairble Street 
Vancouver, B.C. 
Canada V6P 3J9 

■i:(604) 322-1799 
a: (604) 322-1766 


Microsoft Canada will reward software retailers 


Microsoft Canada is seeking 
nominations of software retailers 
for the Microsoft Canada Galileo 
Award, According to Microsoft, 
the award’s designed to recognize 
leadership in the art and science 
of software retailing. 

Under the nomination pro- 
cess. customers are a.sked to rate 
retailers on a scale of one to five 
in the following eategorie.s: 

• professional staff, 


• knowledgeable staff, 

■ hours of operation, 

■ product selection. 

■ store ambiance, and. 

• overall shopping experience. 

Awards will be presented in 
three categories: large chain, small 
chain and single store. Nom- 
ination forms arc available at; 
hnp./Amu’.micmsoft.coin/caiiada/ 


HP helps resellers support outsourcing 

Hewlett-Packard (Canada) Ltd. has announced a multifaceted program 
to support resellers' efforts to deliver cost-effective and profitable ser- 
vices to owners of HP Brio PCs.,designed for small- and medium-sized 
companies without information technology staff. 

The new HP Brio Reseller Support Services program is designed 
to support resellers as "virluai’’ IT managers for companies without IT 
staffs, says HP. 

The program includes: a free pcAnywhere Remote Support Too! 
to let resellers troubleshoot and resolve hardware and software prob- 
lem.s anywhere through a modem or LAN; new reseller support ser- 
vices. including training progmm.s. access to technical information and 
a dedicated telephone support number for resellers to get up-to-date 
product infonnation; and an expanded line of aggressively priced HP 
Value Packs and accessories including network card.s, memory and 
multimedia components. 
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nmBestCMeeafUel740^ 

Record-Breaking 





3D WinMark* 





• Intef740^^ Graphics Controller 


2D/3D Graphics & Video Accelerator 



• Standard 8MByte Local Memory 


• High Refresh Rate: 

640x480 True Colour @160Hz 

• Arcade Video Quality 

• ASUS-Optimized Drivers and Utilities 

• Free Software MPEG Player 


Standard 

SMB 

Local 

Memory 


With ASUS AGP-V2740, why settle for a generic? 



Powered by features set from 3D hyper-pipetined architecture of the 
Intel740™, ASUS AGP-V2740 brings you the fast acceleration of all 
your applications. With ASUS-optimized hardware and software, 
ASUS AGP-V2740 is your best choice of Intel740'’^. 




• SlandanJ 8MB ($4-bit100MHzSDRAM| local 



« Edge anti-aliasing 


• Sdpoling Of 'Screen Door" iransparency 

• BacKlace culling 

• 2 buffering 

• Per pixel perspective correct texture mailing 

• Texture colour and chroma keying 

• Texture size upto1024x1024 pixels 
rectangle or square 

DRIVERS AND IfTILITIES 

• Dnvers tor Windows 95 Md Windows NT 4,0 

• Unique, hassle-free auto-installation program 
from ASJS 

• Colour calibration utility for both graphics and 

• Flexible refresh rate setting ufflity 

• Gnd pattern lor screen position and size 
adjustment 

• Supports ell leading Direct 3D PC Games 

• Free S/W MPEG player 



RSUSTeK COMPUTER INC. 


RSUSTeK COMPUTeR INC. 

ISO Li-Te Road, Peitou, Taipei, Taiwan, R,0,C. 
TEL; 886-2-2894-3447 FAX: 886-2-2894-3449 
http;//www,a3us-com,tw/ 
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EYE ON THE INDUSTRY 


Searchl 



by David Tanaka 
I The Internet will havi 
aler impact than the t 

I phone, and electronic c( 
nierce is redefining the sup- 
ply chain — entwining 
tomcr with supplier 
never before. That’s the considered opinion of 
both Terry Reiter, director of .strategic tech- 
nology services for Price Waterhouse’s Global 
Technology Centre in Menlo Park. Calif, and 
Michael Calyniuk. lead panner for the firm’s 
technology industry practice in Vancouver, 
who recently presented a “Techiiolany 
Fiireca.il: I99S' report. 

Reiter said interest in Internet commerce 
is high. There's been spectacular growth, as 
sales are doubling every four months, he 



noted. He said even optimistic forecasters 
have been increasing their projections upward 
by 44 per cent every six months. 

As a business-to-business process, 
e-conimeree is nearly there. International Data 
Corp. estimates that by 201)2. the value of 
Internet-based purcha.ses will be more than 
US$434 billion, of which nearly US$.340 bil- 
lion will be busine.ss-io-business purchases. 

In the consumer market, several 
“inhibitors" still exist. These include the per- 
ceived lack of security, quality of telecom ser- 
vice issues, and the so-called “last mile band- 
width to the home.” 

The Last Mile? 

Tlie last mile issue is being explored on a num- 


add in a wired, 
odified market 

ber of fronts, including fibre optics to the home. 
ADSL and its variations, cable mixJems, tradi- 
tional satellite technologies like DirecPC and 
newer satellite-ba.sed communication systems 
like Iridium or Teledesic’s “Internet in the sky," 
Solving the last mile issue is the key to 
creating the critical mass necessary for con- 
sumer e-commerce to be viable. Retier said 25 
percent of the population on-line represents the 
critical mass, and in the U.S.. that point may be 
reached this year. Canada should have about 20 
per cent on-line by the end of this year, 
although Japan won't reach that level until 
1999, and some parts of Europe, not until 
beyond 2000. However, it's Just a matter of 
lime, and as companies gear up to do business 
on the Internet, the organizational focus must 
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EYE ON THE INDUSTRY 


change from a “produci oui" orieniaiion to a 
"customer in" one, said Retier. 

, Web Commodification 

! internet commerce will see the commodifica- 

I lion of transaction-based exchanges, so the 

; viability of e-commerce-based companies will 

rely on value-added services, not on the trans- 
; action itself. 

'• This reality is already having an impact 

■ on the way some companies conduct their 

business. With competition from other sellent. 
and the huge amounts of information readily 
available to consumers about flights and 
prices, airline ticket agents, for example, don't 
make much money selling a ticket- They there- 
fore must rely on providing services that con- 
sumers are willing to pay for. 

But even without the influence of 
■j e-commerce, the commodification of PC prod- 

j ucts is a weil-known phenomenon, and is one 

I of the current big contributor; to the distribu- 

j lion channel's twists and turns of uncertainty. 

A few months ago. I had lunch with 
Robert Grossman, vice-president and general 
manager of Toshiba of Canada ISG. He .said 
we are quickly approaching a time when cus- 
tomers will no longer be willing to pay dealer 


markups on hardware, because hardware has 
become u commodity item, readily available 
from a number of sources. The customer 
knows what the value of the gcxtds are on the 
open market. 

Weighing Vaiue 

Customers are questioning the value in the 
so-cailed value-add. Grossman said cus- 
tomers will demand a detailing of value- 
added services, and will want the option to 
pick and choose only the ones that are of true 
value to ihem. 

Oiher evidence of commodification 
comes from Evans Research Corp.'s 
"Pinrhasing Pallerns ii\ Small and Medium 
Businesses in Canada" study, released earlier 
this year. The report nole.s that only !6 per 
cent of the companies indicated third parties 
play a role in the uciual procurement of pnxl- 
ucls. like monitors and printers. 

However, third parlies were considered 
more important when purcha.sing more com- 
plex technologies like networking, systems 
integration and Inlemet-rclaled products. In 
other words, there may be some remaining 
PC products that still qualify as "high-mar- 
gin" sales, although even with networking. 


companies like Bay Networks (with its 
NeiGear line) are marketing the hardware as 
consumer commodities. 

In terms of the user ba.se for PCs, Reiter 
noted that segmenta- 
tion is the main fea- 
ture defining tomor- 
row's PC market. He 
said the idea of a 
"good enough" PC 
will be ns vit^le as 
the idea of the latest 
and greatest PC. 

"Some will need all 
the power they can 
gel," said Reiter, 

"some will need only 
NC for] WebTV." 

Resolving the 
value equation in this 
new market may require sorting out the 
choices for the consumers, who are being 
assailed by an ever-broadening array of PC 
appliances. UK 

David Tanakti is based in Vbmvtm i'r and is 
Editor of The Computer Paper. He can he 
reached at dm'id&lcp.ca 


"Customers 
will demand 
a detailing of 
value-added 
services, and 
will want the 
option to pick 
and choose 
only the ones 
that are of true 
value to them." 



Life time warranty on switching power supplies and multimedia speakers. 







Issues 

Counterleit Alert 


I mitalion has been said to be the sincerest form of flattery. But, 
when someone's copying your product, damaging your reputation, 
and trying to gain some of your hard- won market-share, imitation 
goes by another name: counterfeiting. 

This is the situation faced by ASUSTek Computer inc.. the man- 
ufacturer of Asus boards, and Supercom Canada, sole distributor for 
Asus motherboards in Canada. ASUSTek (which ha.s corporate offices 
in San Jose, Caiif., Dusseldorf, Germany, and Thipei, Taiwan) and dis- 
tributor Supercom in Toronto, have alerted resellers to the recent 
appearance of counterfeit Asus motherboards. 

The boards in question are unauthorized copies of the ASUS 
TX97-E line Pentium board. "Sometimes we think it's great when 
someone counterfeits our product," said William Yang, regional man- 
ager for Asus Canada in a recent telephone interview. "After all, it 
must mean that we're doing a good job, and counterfeiting computer 
products isn't all that common. The bad news, though, is that the qual- 
ity of the counterfeit boards is very poor. The appearance and packag- 
ing of the counterfeits looks very similar to genuine Asus boards, but 
the quality of manufacturing is very coarse, the DMI doesn't work, 
performance is poor, and the counterfeits have a very high failure rale. 
That means that everyone gels hurt by the counterfeits — the compa- 
ny, the reseller, and the end-user who’s bought the counterfeit unit.” 

According to Yang, the counterfeit boards have been showing up 
:n China, where Asus has a large portion of the market share for some 
:ime. but have only recently started turning up in North America. “In 
China." he said, “because we’ve got such a lot of market share, we've 
been used to seeing 10,000 to 20,(XX) counterfeit TX97-E boards per 
month. That’s about a one-to-one ratio to our legitimate models. It's 
hard to tell how many are actually leaving China, but beginning in 
November of 1997, they've started turning up in the Toronto market, 
in Vancouver, and in the U.S.” 

“Asus sells a premium name, known for ils high quality." says 
Paul Chiu, senior product manager for Supercom Canada. “People are 
being offered TX97-E boards at $40 or $50 less than the normal deal- 
5r price; it’s sometimes hard to resist. The counterfeit boards are being 
sold at a price that’s lower than a Tier 4 clone board — even the grey 
market can’t do better than that!” 


"The appearance 
and packaging of 
the counterfeits 
looks very similar 
to genuine Asus 
boards, but the 
quality of manufac- 
turing is very 
coarse, the DMI 
doesn't work, 
performance is 
poor, and the 
counterfeits 
have a very high 
failure rate." 


Grey market products — those lhal 
come into Ihe country outside the normal 
distribution channels — at least have the 
virtue of being the real thing, and there- 
fore living up to the manufacturer’s standards. The counterfeit boards, 
however, are of inferior quality and performance. And that's a concern 
for resellers. "We've been promoting Asus motherboards for quite 
some time,” says Herman Yee, president of Ottawa-based Northern 
Micro, a systems integrator who’s been looking out for Ihe counterfeit 
boards. “Asus boards are a quality product, so many of our customers, 
which include the federal government and a number of large corpora- 
tions. standardize on Asus. Counterfeit boards would degrade our rep- 
utation, and be harmful to us and to our cu.stomers.” 

The counterfeit Asus boards are different from real company 
product in a number of hard-to-spot details, which aren't likely to be 
noticed by an unsuspecting reseller, much less by an end-user. 

The differences — such as missing trademark notices, serial num- 
bers and product numbers, as well as poorly reproduced manuals, are 
listed (with example photographs) at the Asus Web site at 
hlip:/Ai’WK.asus'.coiv. Iw/Company/riglil.him. 

Asus has struck at the source of the problem by taking legal 
action against known hardware counterfeiters in China. "We've sued 
someone we've been able to identify as producing counterfeit boards," 
says William Yang. 'That suit is now in progress, and lets the coun- 
terfeiters know that we're serious about following this up. 

“Closer to home, we're trying to educate both the reseller chan- 
nel and the end-user about the problem — that's why all the informa- 
tion about the differences between the counterfeil and the real mother- 
boards are available on our public Web site.” 

Resellers can stay safe by buying TX97-E boards only from 
Supercom, Asus’ authorized Canadian distributor. 

But as with most things in life, this Ls a case of “buyer beware." 
As Supercom's Chiu says: "If the price seems too good to be true — 
run, don't walk, away from Ihe product." HU 

Alan ThH'uils is a Tomnlo-based joiirnalisl who specializes in high 
technology. He can be reached at nomad@praxcomm.com. 
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Nino 

Sai&theat wave 
forecast for the 
world’s smallest 
UPS 

T 


Pulsar DSft'top 2M+ 


Do some emergency planning 
before the first wave hits. 
Stock up on the 
Pulsar Desktop 220+. 





There’s high-pressure demand building for 
MGE's Pulsar Desktop 220t, the exciting 
new UPS that fits in the palm of your hand, 
weighs just 3 lbs., and measures only 2.8” 
(W) X 6.3” (H) X 6.7” (D). The Desktop 220+ 
boasts 220VA/120W power protection for 
PCs and has a cool price too, 

The Pulsar Duktop 220+ delivers gale 
force features including: 

I Year 2000 compliant ' 

I Battery back-up and ^ 0^^ 
surge protection 
h 5-10 minutes back-up time''” 

I Fax/modem surge protection 
I NiCad battery for 20% increased 
battery life 

> Windows 95 Plug 'n Play 
I Solution-Pac 97 Software for UPS 
monitoring and control for Windows 
95/NT, Netware and SCO 
I $35,000 equipment 
protection guarantee 


MCE 

UPS SYSTEMS 


Nol/iinj ui/'li stop you now 

eimMGE UPS S^stens 


Distriktoti by: 

Stmsssm 

1-800-949-4567 I -800-46 1 -8079 



I-800-RINGFAI 1-800-663-8883 

^ Compuchan^ i 




Selling to the networking market 


Some Players 


by Jeff Eva)is 

I n ihe old days, only the biggest and rich- 
est goverament agencies and corporations 
could afford networked computing sys- 
tems. Networking technology was almost a 
religion, presided over by an elite class ol' 
technology professionals, 
and was able to command 
budgets that sometimes 
approached the gross 
national products of small 
countries. 

But today, with the 
Internet as the basis of a 
new. lower-cost, universal 
global network, there is an 
immensely increased demand 
fur networking solutions at 
every imaginable level of 
.size, complexity and price. 
From the small offlce/honic 
alike market, through small 
business and medium busi- 
ness to the large-scale enter- 
prise. networked informu- 
liun solutions are seen as 
key to bu.siness survival and 
^prosperity. For IT resellers, 
selling and supporting net- 
work solutions is emerging 
as the key opportunity to 
increase sales and proUts 
over the next decade. 

Within the next 10 
years, every aspect of life in 


much of the developed world and a laigc part 
of the developing world will be pomiealed by 
low-cost, siniple-lo-use networking technolo- 
gy. Networking technology will not just be a 
part of traditional "big iron" computing, but 
al.su will, as part of the convergence of com- 
puters with traditional communications media, 
become intertwined with the consumer elec- 
tronics industry, education, retailing, and many 
forms of entertainment and social inleraclion. 

TCO And The Art 
Of Solution-Selling 

The major barrier to the wider adoption of 
networking technology has always been its 
cost and complexity- The initial cost of hard- 
ware and software is only a small fraction of 
the real cost of a network to an end-user. The 
"soft" costs — often hard to predict and to 
quantify in advance, include training, sup- 
poil. mainlenunce. customized software 
developineiU. copyright compliance, securi- 
ty. data archiving, in.surance. and infrastruc- 
ture (including such things us modifications 
to buildings, climate eonirol. electrical 
power supply improvements, network 
cabling and exiontal telecom links). As well, 
consider the so-called "futz factor" — the 
lime spent by employees riddling with net- 
worked computer systems, trying to get them 
to work. All this adds up to the total cost of 
ownership (TCO) of a network. 

In the past, many businesses that began 
to build PC-based networks started out in an 


IBIVI - htwjmiw.nvlnarkingilimcom 

IBM is still the bijgesi prBsence m neiwo'k computiiiB. As rscsntly 9s the 
early 1990s, IBM eppeared set to take ovar the businass computing market 
complelely, prompting ami-trust lawsuits In the U.S. The rise ol the 
Mlcrosoft/lnml personal compuler, anrl later, the ertvent ol the Internet, 
greatly lessened IBM's share of the expanrled computer market 

However, IBM is still one of the most original innoveiors ol new networking 
technology. It pioneered Weke on LAN technology, which elms to allowscom- 
putertoettachitselltoa network aulomaiically, as soon ash is plugged In and 
powered up. ISM is also a leader In eledtronic commerce solutions. NC/Jeva 
offerings and mobile computing systems. IBM has held onto mostrrf its large 
enterprise networking customers, offering the high quality end reliaPllily ol its 
S/390 and AS/4C0 based systems as a counter to the siren song of Windows NT. 

IBM also offers NT solutions, and has made e major commitment to the 
small business market, establishing s specisl smell business consulting ser- 
vice in Canada. 

Compaq/BIglial — hfMiiVvmv.comoea.com, http-J/MV/wMigilsIcom 
With us takeover of Tandem Computers end Digitel Equipment Corp IDECI, 
Compao has become the second biggest computer company In the world, 
and the biggest seller of NT networking solutions to business. Compao has 
also acquired a number of networking componont and services lines, and 
offers the widest range of products across the spectrum ol Windows and 
Unix-based computing, from handheld devices to nonstop servars. 

Compaq recanlly announced a new gigabit networking technology, and 
through Tandem and Digital, is now a leader in developing new electronic 

Hewlett-Packard — htroy/Vvivwhp.com 

HP is a diverse company, where computers era part of a product line that 
includes printers, scanners, and test and measurement eguipmenl. HP’s PA- 
RISC chip erchitecture, designed tor high performance networked woiksia- 
lions and servers, has been overshadowed by Intel. Son and DEC'S compet- 
ing procassor arehiteciore, but with HP's strategic alliance with Intel in Its 
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FEAST 

YOUR EYES 

ON THESE 

SPECIAL DEALS. 


Do ordinary margins seem thin lately? The)’ are sure to get meatier with Kingsion's network 
|ir('iii<>non. Now you can cam free Kingston" adapters when you punrhase our Ethernet Hubs or 
Adapters. Just think, setting up that network will be easy with Kingsion's Ethernet solutions. And 
these great prices coupled with Kingston’s reliability and sertice. mean our products look even 
more appetizing. Call your Kingston networking provider or Kingston at (800) ISI-tJOSS before June 30. 19^38 to 
participate in this special ofTer. 


Buy a 
Buy a 
Buy a 

Buy a 
Buy a 

Buy a 
Buy a 
Buy a 


CHECK OUT THESE SPECIAL OFFERS: 

HUBS 


16-pon lOBASE-T Stackable Ethernet Hub $189 CON 

16-port lOBASE-T Workgroup Ethernet Hub S174 cnN 

16-pon lOBASE-T Rack-mountable Eihemei Hub $253 CRN 

SWITCHES 

8-pon lOBASE'T Switch w/2 10/100 Uplink pons $788 cdn 

16-pon lOBASE-T Switch w/2 10/100 Uplink pirns $1197 CJN 

ADAPTERS 

6-pack lOBASE-T PCI Ethernet Adapters $233 CDS 

20-pack lOBASE-T PCI Ethernet Adapters $760 CDN 

100-pack lOBASE-T PCI Ethernet Ad-apters $3707 cdn 


Get 1 Free ISA Ethernet Adapter 
Get 1 Fa-e ISA Eihcmcl Adapter 
Gel I Free ISA Ethernet Adapter 

Get 2 Free PCI Ethernet Adapters 
Get 6 Free PCI Ethernet Adapters 

Gel 2 Free PCI Ethernet Adapters 
Gel 6 Free PCI Ethernet Adapters 
Gel 20 Fa-e PCI Ethernet Adapters 


Kingston 


NETWORKING 


ad hoc manner, adding individual compuiers 
a.s needed, or allowing depanmenis to estab- 
lish their own small LANs. Often, it wa.s hard 
to measure the productivity of a network 
solution against ius total cost, and when this 
was actually tried, the results were often 
frightening: networked PCs turned out to be 
horrendously expensive. 

Now customers are increasingly aware 
of the need to see networking as an integrat- 
ed part of an enterprise's business plan. To be 
successful, resellers need to be able to present 
a business case for a network solution that 
offers the highest performance and productiv- 
ity for the lowe.st TCO. 


The Universal Standard 
That Just Happened: 
HTML And The 
World Wide Web 

Another main reason for 
the high cost and com- 
plexity of networked 
computing was the 
proprietary nature 
of the various net- 
work solutions on 
the market. All of 
the major main- 
frame and worksta- 


tion computer makers, such as IBM. Digital, 
Hewlett-Packard. Tandem. Sun and Silicon 
Graphics, developed their own proprietary 
hardware platibrms and operating systems, 
imposing high interoperability costs on end- 
users. Even the Unix operating system, which 
wa.s supposed to be an "open system" able to 
run the same software on multiple plaiforni.s. 
failed to retain true compalibilily, fracturing 
into a host of incompatible “flavors” of Unix. 

One brilliant idea made the whole rick- 
ety structure of proprietary, incompatible nei- 
woriting obsolete. A few very bright, non- 
commercial minds saw an opportunity to 
make the Internet the basis for a truly open 
information network for all of humanity. The 
key element in changing the world of net- 
working was the creation of HTML, the 
Hyper Text Markup Language. Created by 
Tim Berners-Lee and others, this was a text- 
based page description language, which 
could create electronic documents comprised 
of text, pictures, sound, movies, or many 
other kinds of data. HTML documents could 
be viewed on any computer that had a brows- 
er program that could interpret HTML com- 
mands and display an HTML document on a 
computer screen. HTML's basic format was 
largely swiped from a specialized elecuxjnic 
document language called SGML 
(Standardized General Markup Language). 


However, the "hyper text" 
in the HTML acronym 
refers to the ability to link 
dilTereni computer files 
together, even if they are 
located on different comput- 
ers. in different counirie.s. 
For instance, using HTML, a 
computer document dealing 
with Christopher Columbus 
can have an electronic but- 
ton built into it which will 
let the interested reader 
jump to related documents 
on Spanish history, map- 
making, or the spice trade 
— even if those other docu- 
ments are on another hard 
/e, or CD-ROM 
library, or another 
computer con- 
nected anywhere 
to the Intemel. 

The developers of 
HTML envisioned a lit- 
eral "World Wide Web” 
of server computers 
linked via telecom lines 
and satellites; millions 
Fast EltwLink32-Sil PC Card end-users could 

locale and view information 
on any connected computer 
anywhere in the world, 
using u Web search engine 
database, a Web browser 
and the HTML language. 
The developers of HTML 


A-Hpri 


ct HP has fount) at 




offered their idea to the world as a free gift, 
short-circuiting the otherwise inevitable ten- 
dency to develop incompatible, proprietary 
versions of HTML. 

The result of this breakthrough was to 
do an end-run around proprietary computer 
operating systems and incompatible hardware 
and software and seemingly overnight, to pre- 
sent the world with a completely new model 
of computing. 


s RISC processor technology into 

HP can be eKpected to vigorously push IA-E4Pased servers snd worksta- 
tions running both o new 64-bit version of NT and UNIX, starting in 1999. 
3Com —hnp://www.3com.com 

Since acquiring U.S. Robotics. 3Com has established itself as the network 
hardware maker that covers the market from "soup to nuts." 3Com has a Pull 
line of network interface cards, hubs, routers, modems, PC card modems and 
combo network interface card/modems. It also finds itself in possession of the 
hottest selling palm computer, the PaImPilot series. 

3CDm products ere the coreof many system integrators' networking solu- 
tions, and die company is looking for more business pertners to eiploil its 
expanding opportunities. 3Com hss Instiuted a special smell business 
reseller program, and on April 6, unveiled a free Networking Benafiis 
Calculator, evallable on 3Com's Networking Basics and Benafiis CD-ROM, 
which allows a reseller or user to make a quick, realistic analysis on the 
return on investment pi Installing a small business network. 

SCO — hopy/ivww.sco.cow 

The Santa Clara Operation is the market leader In Unix networking solufons 
running on Intel servers, leveraging the superior security end reliability of 
Unix with the familiar Intel-based computing architecture. SCO is also gearing 
up for lhelA-64networking world due to slartin 1999, and intends to fight vig- 
orously lor a piece of that new pie. 

Apple —hnpJ/Mvw.spple.com 

In its early days as cpmputing's house of ideas, Apple was a leaderin making 
networking pervasive and cheap with its built-in AppleTalk technology. But 
Apple's posffion in the networking market has suffered due to the company's 
confused manegement and lacklustre research end development over the 
past five or six years. 

Apple hes no industrial strength servorOS to match NT or Unix. Its hand- 
held Newton MessagePad was a lellure, and although a good deal of Web 
content Is authored on Apple Mac computars. with a three per cent global 
market share for the Mao platform. It is rapidly losing any claim to being a 
major choice lor new computer buyers. 

Cisco — hrtpj/m/w.eisco.com 

Cisco is one of the standard brand names In hardware and software for inter- 
networking solutions. It claims to ba the clear leader in certain categories of 
Internet products. For example, Cisco sells more then SO par cent of backbone 
routers used in networks worldwide. 

Hummingbird — hHppWvww.ftummmjii'nd.com 

Hummingbird specializes in management of mixad PC client and Unix server 
systems for enlarpilss computing solutions. It currently has more than 62 per 
cent of the global market for PC-UnIx inlegratlon. 

Netcom, Stenlor and PSINet — hnpJAMVW.peUoin.C3, 
hrtpj/nwwstenlor.cs, hnpj/www.psinetcom 

These three Inlernet Service Provider (ISP) giants, all wtdi 
particularly strong Canadian presence, have moved up 
from providing Individual Internet connactivrty to offering 
business Inlernet end networking services. 

Netcom has an impressive technical infrastructure, 
slendardized from coast-to-coasl on high quality, reliable 


Today, as a resuil of Web technology, all 
network product manufacturers are racing to 
make the World Wide Web, Web servers, and 
HTML compatible browsers the basis of 
their network offerings. Increasingly, net- 
work solutions feature controlled, sealed-off 
mini-internets, called intranets, for internal 
use by enterprises. For communicating with 
clients and suppliers oulside un enterprise's 
network, similarly secure and controlled 
extranei.s are olTered. 

Microsoft intends to make the Web 
browser interface the basis of its new ver- 
sions of Windows and Windows NT, if the 
U.S. Justice Department will allow it. 

Web browsers and HTML are the uni- 
versal front-end for network computing. At 
the back-end are a host of different server 
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NETWORKING 


hardware, operating systems and applications 
programs. But because of HTML and the 
Web. IBM and everyone else in the big iron 
business cun now talk the same language to 
anyone, anywhere. 

Can You Run A Network 
Without A MIS Department? 

In order for a market to grow rapidly, costs 
must decline. Much of the TCO for network- 
ing customers relates to the difficulty of 
maintaining a network without a large and 
costly in-house information services manage- 
ment structure. Much of the networking 
research and development efforts of compa- 
nies such as IBM, Compaq. Microsoft and 
Sun have been directed at making network 
connectivity a.s automatic, cheap and reliubie 
as possible. 

IBM has pioneered the concept of 
"Wake on LAN." where a new PC or other 
network device can be plugged in to a net- 
work and powered up. and the device and the 
network server will automatically detect each 
other, "shake hands." and be able to start 
working together. 

Compaq's business PCs are made net- 
work-ready out of the box. eliminating 
much of the need for custom configuration, 
and allowing a network administrator to 
easily install and maintain software from a 
remote location. Microsoft, Intel and other 
major vendors ure collaborating in the 
Network PC standard, in an attempt to 
make the use of Windows PCs on a network 
much simpler. All of these initiatives are 
intended to lower TCO. and incidentally, 
make customer service much easier for 
resellers. 

Thanks For The Good Ideas, 
Java Boy; Now Get Lost 

Faced with heavy competition from the 
Windows/Intel PC, Sun Microsystems 
developed and promoted its own “universul" 
software application programming lan- 
guage, called Java. Unlike HTML, which is 
a document description language. Java is 
intended to be a full-featured software 
development platform. The 
idea is that its applications 
can run on any computing 
device, through a Java 
Virtual Machine. Java appli- 
cations cun be supplied over 
a network from any server to 
any end-user device that is 
capable of running a Java 
program. Java applets (little 
software applications) can 
also run within a Web brows- 


er, and can be embedded in a Web page, 
allowing HTML documents to become carri- 
ers of Java programs. This allows Web pages 
to become highly interactive, leading to 
great opportunities for electronic commerce 
and other applications. 

Java's idea of a universal application lan- 
guage and a network-centric model of seners 
delivering applications to end-users as needed, 
all point the way to a much lower TCO than 
the complex PC client/server model. IBM, in 
particular, has its eye on a global base of 30 
million or so old-fashioned computer termi- 



nals that need replacement 
by Web-compatible devices. 
The company is betting on a 
substantia] market for Java 
applications running on 
"Network Computers" — 
low-cost devices without 
internal disk drives, that 
download softwiui: as need- 
ed from a server via a high- 
speed network. 

Although Java has stim- 
ulated a huge amount of soft- 
ware development efforts, 
the results in terms of high 
quality, high powered soft- 
ware applications have so for 
been skimpy. Corel’s attempt 
to develop a Java business 
software suite has collapsed, 
and Lotus's E- Suite, though 
more usable, has found only 
a limited market. 


CoreBuiida 5000 tu 



Java applets may find a large market in 
the consumer electronics field, where, stored 
on chips embedded in TVs. phones, and 
other gadgets, it may spawn a new age of 
smart connected appliances- What is undeni- 
able. though, is that the challenge presented 
by Java has spurred Microsoft and Intel to 
work hard on improving the TCO of 
Windows/Intel networks- Microsoft is in 
advanced development of Hydra — a 
Windows Terminal server product that will 
allow low-cost dumb terminals to run 
Windows applications off of a high-powered 
.server. If Hydra is a workable product, it 
could incorporate most of the advantages of 
Java for lower TCO. while allowing end- 
users to continue using the industry standard 
Microsoft office software. 


Sun Microsystsms. Cisco end other neme-brend technol- 
ogy. PSINet ebsorbed one of Cenada's largest ISPs — 
ISlar, and Is aggressively working to exoand its business 
networking services In Canada and iniernalionallv. 
Stenlor.en alliance of Cenadlen telcos. Is oHerlng a mix of 
both coneumer Internet access end Web site hasting 
ISyinpatIcDl. and higher-end besinass networking ser- 
vicos, including eleoironic commerce oapeblllty 
Bay Networks — hrrpiinvww.beynenvortecom 
Bey Networks has established new divisions lor small- and madiem-sizsd 
business netwoiking seles, and is offering low-cost, welt-engineered sole- 
tons for this new market 
Intel — hap://wvmjntel.com 

Intel Is besl-knowh for its Pentium family of prccessors, but the company is 
also heavily Involved In developing high-speed networking technology and 
industry standards. 

Sun Microsystems — l>npJA/tww.siin.com 

Sun Microsystems, along with Olgltel Equipment Carp., was key in bringing net- 
worked oomputngioa new level of low price/high performance between I9SS 
and 1995, along the way coining the phrsse ‘The network is the computer.' 

Sun’s version of the Unix operat ng system attracted a host of high-and soft- 
ware developers, and sat a standard for high availability and bulletprool reliabil- 
ity. Sun's reputedon for reliability and power made It the solbdon of choice for 
much of the bankihg, finencial. engineering and academic commcnllies. Sun 
founder end CED Scott McNealy also developed a repuletion for strong lan- 
guagaln describing his competitors, penlcclarly MictosofL McNealy funded the 
development of Jave at least partly out of personal animosity towards Mlcrosofl 
and he has helped to build a strong coalitlQn behind Jeve. While the eventual 

Oracle — hOpy/oraseBrch.orscle.com 

Building on its genesis as a provider of sophisticated detebase solutions for 
esnain agendas of the U.S. government, Oracle Corp. has become the leader 
in hign-porformance databases for business, and a cornerstone of the devel- 
opment of electronic commerce. 

Allhougb a strong supporter of Java, and, In the person of Oracle CEO 
Larry Ellison — e suong critic of Microsoft. Oracle Is et the same lima one of 
the leading developers of Windows NT database and networking software. 
Netscape — hnp://mm.r>$!scBOS.ciim 

The company that cammerciellzed the Web browser, and helped spark the 
mass acceptance of the World Wide Web. Netscape challenged Microsoft 
wldt declarations thel the browser would meke the Windows operating sys- 
tem obsolete and push MIciosoft out of Its dominant posib’an in oompubng. 
This boast, along with the similar claims of the Java alliance, certainly attract- 
ed Bill Gales' close aCention. 

Microsoft — hnp://miM.microsofr.com 

Microsoft's long-lived slogans, 'Where do you want to go today?' and 
'Informebon stYourFngertlps' reflect Bill Gates’ vision for a universal Infor- 
mation network available to everyone on earth. Microsoft's critics don’t nec- 
esaarily dispute the validity of such a wslon, rather they are nervous about Bill 
Gates personelly owning the new wired world order 

Gates has gone from saying The Inlernetissioke' to orenbnghis enbre 
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• Pentium II 

• 233 MHz Intel Pentium® 
Processor with MMO™ 
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• 13.3" TFT XGA Display 
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SCEPTRE SOUNDX 4500: 


128 bit Accelerated Graphics 
(16.7 M Color) 

48 to 144 MB EDO RAM 
4 GB Hard Drive 
20x CD-ROM 


• 12.1" SVGA TFT Display 

• 128 bit Accelerated Graphics 

• Advanced Modular Design 
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The Re-Emergence 
Of Unix: IA-64, NT, 

And The Two-Way Tango 

The biggest success story in the networking 
market in the last three years has been the 
rapid growth of Microsoft’s Windows NT pro- 
gram. Although identical in user interface to 
the familiar Windows operating system, NT is 
a completely rewritten 32-bit operating sys- 
tem. with much greater security, reliability 
and ability to manage network computing 
than Windows 95. 

Microsoft has also developed a range of 
Back Office applications, which gives NT the 
power and flexibility to be a viable business 
networking platform. Versions of Windows 
NT are available for Intel, DEC Alpha. 
PowerPC and MIPS platforms. With the 
recent purchase of DEC’s Alpha technology 


by Intel, it can be expected 
that NT will, in practice, be 
available solely on the Intel 
platform. 

Aided by Digital Equip- 
ment's adoption of NT as an 
enterprise networking solu- 
tion. Microsoft has gained 
the lion's share of new busi- 
ness in the networking mar- 
ket in recent years, especial- 
ly in the small- to medium- 
sized networking field. The 
other major network operat- 
ing system vendors, such as 
IBM and Sun. have watched 
their market shares decline 
(though with the rapid 
expansion of the networking 
market, they are still seeing 
some absolute growth). 

The most intriguing 
development in high-pow- 
ered business computing 
over the next few years is likely to be the 
introduction of Intel's new 64-bit lA-64 
proce.ssor technology, beginning in 1999. 
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lA-64, a much more powerful family of sili- 
con chips, is based on a strategic technology 
alliance between Intel and Hewlett-Packard. 

The new chips will be able to run 
older 32-bil Windows and 
Windows NT programs at rea- 
sonable speed, but they are real- 
ly designed to run a new, 64-bit 
Bdjjj version of Windows NT and 64- 

bit applications programs. They 
are also designed to run Unix. lA-64 will put 
Unix and NT head-to-head on the same com- 
puting platform, a platform with enough 
power to be used for all but the most 
demanding of enterprise computing tasks. 
Sun, IBM, HP and Silicon Graphics have all 
announced support for IA-64. so all the fla- 
vors of Unix will have to unite on the same 
playing field with Microsoft. 
This could mean a showdown 
between Windows and Unix for 
the back-end of networked com- 
puting. 

NT is still notoriously weak 
in terms of its security and relia- 
bility features compared to Unix 
(a fact that Unix vendor SCO has exploited in 
becoming the leader in Unix server solutions 
on Intel-based computers). By late 1999, a 
battle royal will be shaping up, as NT and 
Unix wage what may be the last battle in the 
operating system wars. 

For the time being, companies such as 
Compaq and IBM, which have both NT and 
Unix server offerings, claim it's not a matter 
of NT or Unix — but NT and Unix, according 
to customers' individual needs. 
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A Little Knowledge 
Is A Dangerous Thing 

Tlie Java siory is a cautionary talc for both prod- 
uct manufacturers and reseilers. It was obvious 
that the TCO of the average networked 
Windows computer was tixi high, so an alter- 
native model (Network Computer, running 
Java applets from a centrally managed server) 
made a certain amount of sense. However, 
one has to conclude that the senior manage- 
ment of Sun and Oracle never really under- 
stood why people bother with PCs in the first 
place. Those reasons are flexibility, local con- 
trol. and a huge choice of good software. 

It makes as much sense, at least in the 
short term, to add better connectivity and man- 
agement to the PC to lower its cost of opera- 
tion. rather than to throw the whole thing out 
and start over again with an all-Java .solution. 
In particular, the lack of superb, compelling 
Java busine.ss software is a major impediment 
to the believabiliiy of the Java business model. 
IBM may be able to find some gold in Java ler- 
riiory. bul it can afford to offer Java/NC solu- 
tions as pan of ils wide spectrum of nelwork- 
ing options. If Java doesn't become the next 
big thing. Big Blue will gel over it. 

How To Get Good At Selling 
To The Networking Market 

Study new customers' needs. In particular, 
this means getting to know the small to medi- 
um business networking market. The phrase 
‘The network is the computer" really docs 
apply lo a business network: if any pan of the 
solution fails, the entire company is in trou- 
ble. This means thal the model for reseller 
success is different than in the price-sensitive 
consumer PC market. 

Tlie most reliable, manageable solution 
is much preferable lo the cheapest. Resellers 
.should avoid selling networking components 
they're not familiar with into computer insial- 
liuiuns. Brand names should take priority 
over bargains, and part of the cost of selling 
will be in training and keeping technically 
competent staff. 

Follow The Money 

In particular, qualify the potential networking 
solulion customer to determine how experi- 
enced and realistic they are. There is a certain 
minimum cost of c.siablishing and maintain- 
ing a networked PC system. If the customer is 
resistant to a realistic quotation, it might be 
belter to lei that business opportunity go. and 
find another cu.stomer. 

The Future 

In 10 ycor.s, while some aspects of networked 
computing will still be recognizably similar 


to what they arc today, many others will be 
very difl'creni. There will still be a need for 
servers; devices that combine mass data 
storage with the physical equipment for 
managing access to data over telecom net- 
works. Nelwork bandwidth will be enor- 
mous, with the po.ssibilily of much increased 



satellite and wireless 
works supplementing fibre- 

The average home 
should have at least 
option for several megabits 
per second in download 
speed. Businesses will have 
the option of local network 
speeds in the many gigabit 
per second range. The 
biggest changes are likely 

u.ser devices. The personal 
computer may not exist as 
we've come to understand 
it over the last 20 years. At 
the very lea.si, a large num- 
ber of personal info appli- 
ances will be reduced 
highly portable format.s 
(pocket or credii-card-sized 
PCs with telephone and TV 
functions), or embedded in 
TV sets, phones, cars and 
other machinery, toys 
furniture. 

Even where something 
resembling a de.sklop work- 
station remains, most of its 
hulk is likely to consist of a 
viewscreen. sound system, 
and input and output de- 
vices (such as videophone. 


microphone, speakers and printers). 

For resellers, the more complex and 
costly networking solutions become, the 
more technically challenging they will be 
for resellers to handle: bul there will also 
be more opportunity for maintaining decent 
margins for consulting, system integration, 
training and support. The cheaper and more 
automated networking becomes, the larger 
ihe poiential market, with fewer demands 
on the reseller for high technical skills, and 
lower profit margins all around. CCW 

Jeff Evans is associate editor of Canadian 
Computer Wholesaler. He is based in Toronto 
and can be reached at jeff@lcpon.ca. 


gained a repatatitin as a dasigner and manufacturar of 
high oualily networking, processor and storage products. 
The company offers a well-regarded line of EtharRx net- 
working adapters, connactiviiy snd portable products. 
Kingston makes fast Ethernat adapter cards, as well as 
Token Ring networii adapter cards. 

Newbridge — hap-Jfwm.ne\nbriilQa.coni 
Newbridge makes switched rooting solutions that era 
rated bast in world, as well as ATM (Asynchronous 
Transfer Mods, high-speed Fbre oplic network) switches, 
antly announced major new contracts to build networking 


Newbridga has rec 

infrastructure in China, which despite Asia’s current economic trouble. Is on 
of Ihe most voracious markets for networking lechnology. 

PowerCom — bttpJ/wvM.powartom.com orhtIpJfamitowBicom.com/sohition> 
^ A wide area networks system integrator, PotverCom employs a variety of hard 
ware and software suppliers such as Cisco snd 3Cam, to create networkin 
solutions. PowerConi offers consulting, designing, and implamentatioii services 
I for curporele clients who include major telcos. The compeny has a particular 
espertise In Ihe implemenlatlon of PBX, voicemail and, call centre systems, all 
I at which require sophisticated integreton of voice snd data ovar a network. 

The cempenv also offers comniercisl Intarnetaccass, sacuritv/encryplion, 
I backbone, and voice overfreme relay solutions. 

Xircom - 


ity hardware, including some of the earliest 
frfece PC Cards. Current products Include (he 
n 56 card — a t6-bK Integrated PC Card with 

D-Link — hnpj/wam.illink.ca 

I ’Link lor Less!' is die cheery rallying cry of this company, which has been an 
innovator in both technology and tnarkating In Ihe network hardware market. 
0-Link is currently running its '006' agent reseller program, allowing end- 
users ta purchase D-Link products from ouslified resellers, while making no 
i paYmanisforsik months. 

- D-Link‘s product line Includes hubs, switches, end transceivers. 0-Link is 
making a special effort in the smelt businass networking market. 

Digital Henaiuance — titlpJ/nvm.!ligilsl-ien.com 
This fast-growing Canadian network technology leader, widely hyped as one 
of Canada’s coolest high-tech places to work, has developed TA6 (a software 
toolkit lechnology) to aneble high speed, interactive streaming audio end 
video IQ be created and delivered via the Internet. The TAG software is intend- 
ed to allow the creation of rich content that can be delivered even cverrele- 
gpialv slow network connections. Microsoft has invested in Digital 
Renaissance as part of its effort to encourage the development of Internet 
technology that allows multimedia even over slow plain old telephone service 
(POTS) linas. 

Symantec — httpJ/wm/.svtosotBC.com 

The pioneering DOS utility software maker has adapted to the realities of 
Windows 95/NT snd the Internet with its latest version of the PCAnywhere 
remote communications package. An upgraded version of Norton Anii-Virus. it 
specifically aims at new virus threats from the Web, es wall as supposedly ‘ 
secure local networks and Intranets. 
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WHITE KNIGHT'S new Nikana PX2000 Series of computer systems is a warrior's dream come 
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backed with our 3 Year Parts and labour Warranty and are CSA approved. 

Are you ready for battle? We are!! 

For more information about White Knight systems and components, be sure to call one of our toll tree 
numbers, or visit our website at www.whiie-kninht com 
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105-3760 Jacombs Rd., 
Richmond, BC V5V 1Y6 
Tel: (604) 279-9908 
Fax: (604) 279-9902 
Toll: 1-fl00-6S8-618B 


Calgary Office; 

4710-14th Street, N.E., 
CaljatyAB T2E617 
Tel: (403) 291-1608 
Fax. (403) 291-0889 
Toll: 1-800-668-3381 


Eastern Canada; 



Toll: 1-eOO-852-5039 


Halifax Office: 

iJnil 1,200 Wright Aug, 
Dartmouth N.S. B3B1R6 
Tel: (902) 468-9898 
Fax: (902) 468-5938 
Toll:1-800-735H3250 
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by Paul Weinberg 

T he so-called “channel" is highly competitive, fraught with 
slipping margins and conflict. 

The distribution piece of the equation is certainly no excep- 
tion. Much of the PC industry has come to rely on distribution as a 
middle layer for tbe storage and delivery of computer products and 
parts from the manufacturer to tbe reseller in a timely fashion. 
Moreover, the distributors handle the receivt^les and the necessary 
credit checks on the purchasers. All of this requires an infrastruc- 
ture and expertise — which distributors have established. “This is 
their core competency," said Debra Breuer. IBM's manager of 
advanced fulfillment initiatives. 

U.S. and Asian-based PC manufacturers rely on local distrib- 
utors to represent their interests in a vast, dispersed and fragment- 
ed Canadian market, made up of thousands of laige and small 
resellers and retailers, which in turn rely on that middle layer to 
source products for customers. 

Yet, as consultant Bob Pritchard, president of Kingston. Ont.- 
based R. J. Pritchard & Associates, notes: "There continues to be a 
cloud on the horizon." The inability of distributors to generate 
demand for vendors’ products in the channel.s "puls them in a dis- 
advantage and limits their scope," he says. And Pritchard is among 
industry commentators who forecast diminishing returns from soft- 
ware sales for distributors as more end-users start making their 
purchases of applications over the Internet. 

Vendors are bypassing the distributors entirely (and often the 
resellers too) by shipping their systems bundled with many of the 
standard packages. “You cun specify (orders) from most vendors 
right down to the application package [including] word processing 
and accounting.” FViichard says. 

The latest summary numbers 
on the computing distribution 
channel in this country from 
Toronto-ba.sed International Data 
Corp. (Canada) Ltd. represent 
Canadian distribution in 1996, At 
that lime, distribution experienced 
growth of21 percent, continuing a 
trend of outpacing the rest of the 
information technology industry in 
Canada; and total revenues in the 
same year were about $4.7 billion. 

Also, seven companies accounted 


"It is a much more 
competitive mar- 
ket. We had mar- 
gins of 22 per cent 
in 1988. but there 
was a smaller 
base of products 
and lower sales." 
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"I can buy a 
Compaq machine 
from a distributor 
at a point-and-a- 
half margin..., 
which is not much 
more than what I 
would have to pay 
Compaq." 


I for more than 70 per cent of the rev- 
I enues derived from the distribution of 
computer products. Ingram Micro Inc. 
(Canada), with its billion dollars in 
revenue, is the largest player, followed 
by other broad-line dis- 
tributors such as 
Merisel Canada 
Inc., Globelle 
and Tech Data 
Canada Inc., 






RESELLERS 


cialized 

panies like EMJ 
Data Systems Ltd., 

I Beamscope Canada 
I Inc. and Supercom. 

I According to the IDC report, dis- 
I tribution derived 27 per cent of rev- 
I enues, from peripherals and compo- 
I nenis (such as mass storage, monitors, 
I motherboards, sound cards and memory 
' products), compared to 24 per cent for 
PCs (desktops, notebooks and servers), 23 per cent for software, 14 per 
cent for data communications products, eight per cent for printers, three 
per cent for systems and workstations and one per cent for services. 

The IDC survey indicates a small shift away from PC sales for 
distributors that could be more pronounced in the late '90s as all the 
major PC vendors (IBM, Compaq. Del! and Hewlett-Packard) contin- 
ue to cut prices for their machines. “The Sl.OOO PC is defi- 
nitely here," says Albert Daousi, director of special 
projects at the Etobicoke, Ont. -based Evans 
Research Corp., which is currently undertaking a 
study of Canadian PC distributors. 

Daoust says in addition to lasing more 
money on PCs, distributors are also facing lower 
margins or markups on products determined 
through market pressures. "On some major brands 
over five years it has gone down from 12 per cent 
to two or three per cent." 

Breuer at IBM Canada counters that 
lower inventory costs achieved from the adop- 
tion of a build-io-order/channel assembly 
program with its distributor and reseller 
partners should alleviate the impact of 
lower margins. One strategy being adopt- 
ed to accomplish this, she says, is having 
distributors maintain their posidon as the 
collector of receivables and the guardian of 
credit checks, while the manufacturer ships 
the products directly from its Markham. Ont, 
assembly facility to either the reseUer or end-user. 

But Len Cater, vice-president of operations for the Mississauga. 
Ont-based national reseller chain, GE Capital Technology 
Management Services (Canada), says that the current price war 
among vendors has led to a flood of PCs streaming into the market 
and thus undermining the goal of limiting inventory in the channels, 
He also wonders how distributors are able to make any money in the 
current situation. "They are doing well on the top line, but not on the bot- 
tom line. I can buy a Compaq machine from a distributor at a point-and- 
a-half margin. . ., which is noi much more than what I would have to pay 
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Compaq [directly]." 

Meanwhile for Mary 
Whittle, vice-president of 
marketing for Weston, 

Ont.-based Ingram Micro 
Canada Inc., reduced n 
gins have been “a fact 
of life" for the past 
10 years. “It is a 

petitive market 
We had margins of I 
22 per cent in 
1988, but there was 
a smaller base of prod- 
ucts and lower sales.” 

Whittle also said increased PC sales always outweigh the revenue 
lost in lower prices. She says that PCs are now in 44 per cent of 
Canadian households and that businesses are still buying systems to 
meet their requirements. 

Susan O'Dell, president of Mississauga, 

Ont. -based Service Dimensions, suggests 
the market has reached a stage of satura- 
tion where those consumers who either 
want and can afford a complete hard- 
ware/soflware system have already made 
the purchase. 

Furthermore, distributors lase revenue 
with fewer PC hardware brands seeking the 
attention of end-users, a development that started 
with software, suggests Daoust. He reports that the 

top three manufacturere — IBM, Compaq and HP — increased their 
share of the PC market from 3 1 per cent in 1 996 to 44 per cent in the 
last quarter of 1997. The ramifications go beyond lost sales, how- 
ever. “As the number of brands consolidate, the distributors have 
less negotiating power with vendors,” he says. 

The IDC survey also demonstrated a trend towards 
greater revenues for distributors on ihe sale of third-party com- 
ponent and peripherals to resellers. 

But Daoust says he’s noticed fewer of these items going through 
the distribution channel. Instead, the vendors ore adding them to their 
machine.s in their factories outside Canada, he says. 

Cater figures this “year-by-year decrease in component flow” may 
be reversed with the involvement of the major distributors in configura- 
tion services and vendor build-lo-order/channel assembly programs — 
the latter is still getting off the ground. 
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Smaller regional VARs will be ihe 
major users of distributors' configura- 
tion services, according to Cater, while 
the large national reseller operations like 
his own GE Capital (which have their 
own facilities) will be more likely to 
lake advantage of them ai peak buying 
periods. He adds that disuibutors are the 
best-equipped to deal with Ihe potential 
of increased choice tor end-users in 
terms of configuration options from 
vendors under build-to-order. 

Distributors are increasingly sell- 
ing formerly high-end products, such a.s 
data communicadons products and mld- 
Meiisel^pradijctwareMiiss. range systems. The latter still require 
considerable financial and technical 
assistance from the vendor because of their inherent complexity com- 
pared to PC systems, says Mitchell Martin, vice-president of the Toronto- 
based Merisel Canada Inc. His organization ha.s a division dedicated to 
the Sun Microsystems' workstation product line, which includes techni- 
cal support, marketing and training fticilities for reseller staff. 

But Tony Olvet, IDC Canada's manager for Canadian channel 
research, doubts that the high volume, broad-line distributors like 
Merisel have the resources, expertise or business model to take on 
many such advanced systems. He notes, for instance, that when IBM 
decided to have its AS/400 machine sold through the channels, it did 



not approach any of the previously mentioned seven leading distribu- 
tors in Canada. Instead, a more specialized group with an expertise in 
AS/400S and a sponger presence in Ihe U.S. market, have been picked 
by the vendor to handle the company's product here. 

The Canadian distribution channel has witne.ssed considerable con- 
solidation of the main players and the disappearance of smaller compa- 
nies. This middle layer in the PC industry has been forced to be as effi- 
cient as possible. Hence, the adoption of on-line ordering and elecutinic 
catalogues, for insuuice, which saves lime on the telephone for their sales 
reps. Nevertheless. Canada 

Still has too many high-voT Canadian Distributor Revenues 

ume. broad-line distributors, |)y PfOdUQt Ar63 

according to Cater. The I»tilR««B,=$R,7MI(nili» 

more specialized, vertically 
oriented distributors will 
likely survive because they 
serve an important niche 
market, but he is more pes- 
simistic about their large 
competitors. CM 


Paul Weinberg is a 
Toronto-based journalist 
who specializes in high- 
technology reporting. He 
can be leached at pweinhg 
@infeWog.com 
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by Maty Whittle 

The distribulion service industry has reached a 
stage of tnaluriiy. 

Maturity comes with all the expected chal- 
lenges and opportunities. For resellers, the sheer 
size of the distribution channel in Canada ensures 
a broad, easily accessible assortment of technology 
products. For manufacturers, channels abound 
through which to sell their products. For the dis- 
tributors themselves, this creates a highly competitive market-place that 
demands efficiency and low-cost operations. Therein lie the challenges. 

Tliroughout the channel, proftiabiliiy among the players has weak- 
ened. But this weakne.ss utinslates to big business for the partners who 
can provide the highest level of service for the most competitive price. 

Rescllers search for efficiency gains and increa.singly rely on dis- 
tribution to be their inventory managers on a "jusi-in-iime” basi.s. 
Since disuibulors' operations are now so efficient, same-day turn- 
around for these orders is typical. 

Manufacturers constantly strive to take costs out of their busi- 
ness, so they pass those costs associated with “getting the products to 
market" to their distribution partners. For those vendors, it is typical- 
ly cheaper to let distributors handle the costs of account management, 
reseller communication and credit extension. This has translated into 
more business for distributors from non-tradiiional technology sectors. 
The high-end mini-computer companies, many based in the Unix 
operating .system environment, arc increasingly sold through the two- 
tier distribution channel rather than from the manufacturer directly to 
the reseller or end-user. 

And 1997 witnessed the entrance of the telecommunications indus- 
try into what had traditional ly been known as the computer reseller chan- 
nel. The convergence of data and voice transmi.ssion is causing comput- 
er resellers to enter the telecommunications area and telecom resellers to 
enhance their business in the computer networking environment. 

Simplification of processes and systems is a critical success 
requirement in the channel. It is imporianl for the channel to recognize 
its value and to streamline product acquisition for the end-user. The 
advent of channel assembly demonstrates thi-s perfectly. Manufacturers 
understand their strengths — they're good at designing computer sys- 
tems and sourcing the components. But i,s there any value in pre-assem- 
bling the box? How do they know that customers will want that exact 
configuration? Does it make more sense for a-ssembly to he closer to the 
ultimate customers who can then order a custom-designed system? 

Re.sellers understand that they are the agents to help the ultimate cus- 
tomer comprehend the benellls of the technology installation, recommend, 
source and train the end-user on the systems' capabilities. But is there any 
real value in ".screw driver" changes to the pre-assembled systems? Might 
there be cost savings by placing re.sponsibility for jusi-in-iime deliveiy of 
custom configuration into the hands of the distributor;? 

The role of distributors is to have the products available when 




needed, and be able to deliver in 24 houre^ 

Giving more of the responsibility for tacti- 
cal-execulion-iype processes to the chan- 
nel partners that have demon.sirated such 
focus on efficient operations seems to be 
the natural course. Channel assembly is a 
very large opportunity for distribution. 

The Internet may be one of the great- 
est opportunities in distributors' continu- 
ous pur.suit for efficiency. Web-based ser- 
vice allows resellers to: search for prod- 
ucts that will fulfill their customers' 
requirements; check pricing, availability, 
even product specifications; and then 
place the order electronically. Once put in 
the system, resellers can check the stage of 
the order's progression through the 'Net as 
well. Not only does this allow the cus- 
tomer access to thousands of products, 
these transactions can be taking place 24 
hours a day, seven days per week. 

Over the last 20 years, the growth of 
the industry has been spectacular. Often 
manufacturers could not design and build 
products fast enough to meet the demand. 

That caused players throughout the indus- 
try to operate in a reactive mode. 

In the more mature industry, issues of 
"brand" supremacy are discussed among 
the manufacturers. Distributors are 
increasingly being culled upon to help 
establish brand identity for manufacturers 
and resellers alike. 

Manufacturers and resellers need to make technology more con- 
sumer-friendly as computers and peripherals become mainstream 
commodities. 

For distribution — the road ahead houses some potholes, like 
decreasing profitability and consolidation of suppliers. Bui it's full of 
new bends to adapt to. and endless opportunity, cm 

Maiy Whittle is the vice-president of marketing at Toronto-based 
Ingram Micro Inc. (Canada). 


/ hat's YOUR opinion? E-mail ccw@tcp.c(L 
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^Brinters 
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^^ie st black, "halar printinff^sale far und^$500! 


“Photographic-quality prints go through ink 


like a vampire at a blood banl^d require 


costly special photo printing paper.” 


s besi chance triS^iake a sale and gain a salisfied eus- 
lonicr is (o ensure thai costbinas buy Ae printers that give ihc 
Ix-si value For their panitari* tiJeds. 

Since many cusiomcrs are confused ahouiUie relative benefits of 
-jet versus laser printers, resellers need to be prepared to address 
issues. So. what are the advantages of the ink-jet printers curreni- 
in the market, compared to laser'.’ Who would best benefit from ink- 
technology? 

Over the past couple of years. ink-Jei printers have improved 
jrmously — to the point where they now represent more than 85 per 
It of printers sold to home PC users, and an increasing share of the 
siness printer maritei. Previous ink-jets were only marginally belter 
print quality than the dot-matrix printer, and much slower than 
her dot-matrix or laser. Recent advances in ink-jet technology now 
ow the user to print text documents at a quality that is nearly indis- 
guishable from laser output. In addition, the output resolution on 
wer models has improved so much that printouts of images aeiual- 
resemble photographic prints instead of the heavily-pixellaied and 
noonish output of yore. 

High-quality color output doesn't come without a cost, however, 
hile documents with mere touches of color are generally easy on the 
i cartridges, pholographic-quality prints go through ink like a vam- 
e at a bkiod bank, and require cosily special photo printing paper, 
ill! the cost of ink cartridges and other supplies factored in, the prim- 
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ing cosj tor liigh-volume ink-jet pjftiiel^iiscis can equal or«& 
cost of tlie hardware itsel^iwlbre tooIlK. In fact, some ink-jeTS 
ers refer to low cost ink-jel printers as units." priced as a ' 

leader. Once the customer is locketl in by buying the hardware. iRe 
major profit opportunity for manufacturer and reseller is in feeding the x 
deinand for ink ami supplies. \ 

As for speed, laser printers don't have anything to worry ahoui 
just yet. but page-per-minuic (ppm) ratings lor both dralt and high- 
quality output arc climbing steadily. IJcpending on the ink-jcl model, 
high-quality full-page full-color output ean take iinywhere from 15 to 
.^0 minutes. High-i|ualiiy black text is a much speedier one to two 


What does this all add up to? 

For the end-user who will need to print a lot of high-quality hlack-and- 
whiie output, laser printing would certainly seem to have the edge, in 
lenns of reliability, overall cost and output qualiiy. Ditto with color 
laser printers, for users who need consisienl and quick printing in 
higher volumes, and aren't overly concerned with the initial printer 

But for the average user, who will be using a printer for low-vol- 
ume yet hiah-qualiiy output, for occasional splashes of color, and lor 
just plain fun, the ink-jel makes a compelling case. This would seem 
to indicate lli.t! the ink-jet printer will continue to rule die roost in Ihc 
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LAB TEST 


retail market for the foreseeable future. The ink-jet can also be the per- 
fect addition to a small office that requires occasional near-photo-qual- 
ily color output, without breaking the bank. 

The Contenders 

For thU month's Lab TeM, we asked the manufacturers to supply one 
color ink-jet printer, with the focus being on the persona] or home 
office user, and the cost roughly S500 or less. This is the "sweet spot" 
of the consumer and small office ink-jet market, the range where most 
of the business is to be done. High-end color printers, which have to 
accommodate professional needs for PostScript compatibility, color 
correction and neiworkability. carry a much higher slicker price, and 
are of interest to a much smaller market. 

The Tests 

To measure print quality, we printed a page of text onto normal bond 
paper in highest quality mode using Microsoft Word, and a high-reso- 
lution photograph onto glossy photo paper. For color accuracy, we 
printed and compared a pair of pictures on both regular bond paper and 
glossy paper. We also printed a set of test graphics, consisting of solid 
black sections, black gradieni.s and color bars. All te.sts were done in 
the Windows 95 environment, using the drivers provided by the man- 
ufacturers. 


Epson has announced or will announce no fewer than 13 new ink-jet 
printer models this year, covering the spectrum from entry-level bar- 
gain priced models to high-end graphic arts press proofer. HP, 
Lexmark and Canon are also racing to replace their former best-selling 
models with much improved new ones. The quest for image quality, 
print speed, and to a lesser extent, lower cost of supplies is driving a 
rapid turnover in the products available for sale. Be very wary about 
getting stuck with inventory of old printer models, as they may be hard 
to move, at any price, in competition with the latest and greatest that 
the major manufacturers will have to offer. 

As well, the major opportunity for profit, once the hardware sale 
is made, will conlinue to be in supplies. Resellers should be more cau- 
tious about carrying “off brand” ink cartridges than they are about 
refilled laser printer toner cartridges. Ink-jet ink formulation is a much 
trickier business than ia.ser toner refilling- Check out any discount non- 
name-brand ink-jet cartridge supplier very carefully before offering 
their products. When in doubt, you might do well to slick to the name 
brands. 


Stylus Color 800 


$579 


Speed: Reality Checks 

Manufacturers often use different criteria to determine their machine’s 
maximum-rated draft speed. What this means is one manufacturer may 
be using a test sheet with a few lines of text on it, and another manu- 
facturer’s lest sheet may have u few more lines. To even up the odds, 
we took one average page from Microsoft Word (with text from top to 
bottom) and averaged the page per minute speed over three minutes. 
Consequently, our results are slower than the manufacturers’ draft rat- 
ings, but we feel that they more accurately represent the actual speed 
that will be achieved by the typical user under real-world conditions. 

Cartridge Comparisons 

One of the problems with earlier color ink-jet printers was the car- 
tridges: many machines allowed the user to load either the black car- 
tridge or the color cartridge, but not both at the same lime. In fad, 
some ink-jets circa 1992 to 1 994 could only create “black” on a color 
page by overprinting all three primary colors to create a wet. blobby 
dark brown text. Thankfully, all of the models in this month’s shootout 
accept black and color cartridges simultaneously. 

This means fewer hassles for the user, with less cartridge switch- 
ing between jobs. It also means more efficient color printing, as black 
text should come from ihe black cartridge instead of consuming sub- 
stantially more color ink to achieve ihe same effect. And. of course, 
black is really black. 

Another problem, which hasn't been entirely solved by any of the 
models in this month’s lest, is color dithering. Ian approximation of a 
color, using available colors). Test bars on one of our test sheets fea- 
tured a dark and solid centre, surrounded by a dilhered, lighter outside. 
Without exception, all of the printers represented the lighter color as 
darker because of the dithering. The good news is that this didn’t seem 
lo affect most of Ihe things we printed, the bulk being mo.slly photog- 
raphy and text. Similarly, unless the printer is to be used as a serious 
tool for graphic arts and desktop publishing, this shouldn't pose a 
major problem lo the end user. 

One Final Note: 

Resellers should be aware that the ink-jet printer product category is 
undergoing an astonishing rate of new product introduction in 1998. 



Epson is keeping up its high standards with Ihe Stylus Color 
800 model. With 128 nozzles for black ink, and 64 nozzles for 
each of the three colors, Ihe 800 is able to provide a top reso- 
lution of 1 ,440 by 720 dpi- Tfext in both black and color is very 
crisp, and is virtually indistinguishable from laser on premium 
grade paper. 

Color accuracy with Ihe 800 was quite good, even on 
standard bond paper, although most colors printed a shade 
darker than Ihe source graphics. Blacks were solid and black 
scaling was distinct. Using glossy photo-quality paper, the 
Epson shines, providing realistic photo-quaiiiy output with a 
minimum of blocky mosaic texture on solid colors. 

Speed for high-quality output was average, at about two 
minutes per full sheet of text. The draft speed was reasonably 
good at five full pages per minute, bui more impressive was 
the quality of draft outpuL Every 12 seconds or so, the 800 
pumped out a sheet with good .solid black text which would 
have been top-notch quality on earlier models. 

At 18.7 by 24 by 12.4 inches, the 800 is one of the larg- 
er printers, and is quite sturdy. Cartridge and paper loading are 
both straightforward. And for Macintosh users, thi.s printer is 
the only one with the Mac Serial 8 interface. 

As a bonus, (he 800 ships 
with the Epson Productivity 
Kit, which comes with a 
bundle of premium 
paper, Avery LabelPro 
3.0 Software for 
Win95/NT, Avery 
Sraartfolio Project 
Carrier; and the 
Epson Answers 
interactive CD 
ROM. The 800 is 
covered by a healthy 
two-year warranty. 
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CREATIVE D'liink 


Merisel's 

Original Equipment 
Manufacturer 
Brands 

YES! We do carry a full line 
of industry-leading OEM com- 
ponent brand names! 

YES! You can place your OEM 
product orders with Merisel! 

Our recently created OEM group is 
dedicated to becoming a leader in 
OEM product distribution. We want 
to be your one-stop shop for OEM 
components by offering you a choice 
of industry-leading products in each 
product category and meeting your 
price point and quality requirements. 
How do we intend to do it? By focusing 
on a select group of industry-leading 
manufacturers whose brand name 
components will be able to support all 
OEM system integration customers. 
We now have dedicated OEM sales 
representatives and product managers 
whose years of industry experience 
and knowledge will enable us to 
meet your needs and those of our 
manufacturer partners. With a focus 
on understanding your business and a 
keen interest in long-term and mutual 
success, we will work hard to deliver 
competitive pricing and develop 
programs and services to meet your 
expectations. 

In-stock inventory of OEM products is 
available from both our Toronto and 
Vancouver warehouses! So, call your 
Merisel sales representative and place 
your OEM order today! 

Watch for your copy of our OEM cata- 
logue in the March PromoPak edition! 
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LAB TEST 





S259 

Although Canon has a newer 
machine near the upper end of our 
specified price range, it wasn't sched- 
uled for release before press dale. 

Instead we have the BJC-t300, which is 
aimed more at the consumer with a tighter 
budget. The unit has a top resolution of 720 
by 360 dpi for both black and color printing. 

Like all the other units, the BJC-4300 supports 
both black and color cartridges at the same lime. One slight con- 
cern with this unit is the quality of black monochrome print while 
using the combination black/color cartridge. Printing a combina- 
tion of black and color text provides slightly belter black quality. 
A straight black cartridge is available for the 4300, which would 
provide better black text in monochrome mode. 

V/ith black cartridges running at $52.50. and the complete 
color/black set running at S84.25, it can become a bit expensive. 
It’s also a bit of a hassle if the user has to continually switch off 
cartridges to obtain optimum print quality. Luckily, the combina- 
tion color/black cartridge is essentially the print-head with two lit- 
tle ink containers, which can be individually replaced for less cash, 
at $12.50 for black and $35 for the color container. 

Color accuracy was reasonably good, with excellent reds and 
slightly dark blues. Black was a little spotty using the color car- 
tridge. with almost no differentiation between shades of black. 
Color photographic reproduction was good, with a bit of spotti- 
ness. Printing on glossy paper provided even better re.sults. 

On the down side, print speed was a bit slow, and black draft 
resolution suffered from the same problem as high-quality black 
because of the color cartridge. Once again, color draft printing wa.s 
better. 

The printer is rather compact, with the paper output tray slid- 
ing in neatly under the unit when not in use. The cartridge switch- 
ing .system is also quite nice; as opposed to software control or a 
non-obvious button, ihere's a dedicated “cartridge" button inside 
the loading area. 

One feature of the BJC-4300 that sets it apart is the ability of 
the printer to be quickly convened into a 360 dpi form-feed scan- 
ner. The optional IS-22 scanner package has a scanning cartridge 
(which fils into the same spot as the regular ink cartridge), scan- 
ning software and carrier sheeLs. Granted, dedicated flatbed scan- 
ners can now be purchased for $200 or less, but if space is really 
at a premium on the desktop, this is a fairly inexpensive solution, 
at $186 .suggested retail (about S 150 on the .street). 

Although not a market leader in terms of print technology and 
speed, ihe BJC-4300 is extremely popular, and widely distributed 
as part of home PC bundles by a number of mass retailers, II is 
easy for even a novice PC users to set up and use, and its slower 
speed is only apparent when it is being operated next to a faster 
printer — not a typical situation in the average home PC setup. 

The warranty period for the BJC-4300 is one year. 


SmtlFriet. S549 

Another one of the standard-bearers in the ink-jet 
printer field. Hewlett-Packard checks in with the 
DeskJet 890Cxi model. Listed as a "Professional" 
model, the unit's price is on the higher end of the scale 
for this roundup, but is still a viable choice for the per- 
sonal or small office user. 

Ceriainly, the 890Cix has a tot going for it. Of all 
the units tested, it has the most accurate color repro- 
duction. There was a patch of crim.son on one of Ihe 
test pages, but where most of Che other units turned it 
into a muddy brown color, the HP reproduced it with 
no problem. All of the other colors were accurate as 

Cray-scaling was handled well, providing distinct 
shading. One problem we ran into was print-head 
alignment on solid patches, which caused a striping 
effect on patches of black (and occasionally on larger 
patches of color, but nol as noticeably). 

Photographic reproduction was excellent apart 
from minor striping, which mostly disappeared when 
using glossy paper. Text quality was also excellent, 
providing near-laser-qualily text with a minimum of 
bleeding. 

With 6.5 pages per minute of 
high-quality black draft output, 
the HP is without question 
Ihe speediest of the print- 
ers. Even at the highest- 
quality setting, it zipped 
through the sheets in a 
rapid-fire manner. If i 
speed is an issue, this is 
certainly the printer to 
get. Unfortunately, the 
unit is also the noisiest of 
the bunch, with occasional 
loud grinding and whirring, 
which could be distracting in a qui- 
eter setting. 

The warranty period for the DeskJet 890Cix is 
one year. 
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Okidata Okijet 2020 


Sii99$$fi HmU ^rie*. S349 
SlnMPrie«:$279 


's sicualion, wilh the good 


The Okidata Okijet 2020 is a bit of a good news/bad 
thankfully outweighing the bad. Good news first. 

Like the NEC and Canon models, the Okijet is more for the budget-con 
scious consumer, coming in at under S300. In addition to the complimenta- 
ry copy of Broderbund Print Shop, this compact and solidly built machine 
is backed up with a two-year warranty. 

The nicest part of the package, however, is the configuration of the 
print-head and cartridge system. With many printers, there is one black 
cartridge and one color cartridge. The problem is that the colors rarely get 
used in the same proportions, but the cartridges cease to function proper- 
ly when any one of the colors run out. What this means is that when the 
cartridge runs out of cyan ink. users may be throwing out a nearly full sec- 
tion of magenta, or yellow. The Okijet uses the approach of splitting the three 
colors into separate cartridges, and making the print-head easily accessible and 
removable for quick and efficient individual cartridge changes. 

The Okijet is also good at reproducing colors, although some of the shades camt 
out a bit darker than the originals (a common problem, it seems). Black patches print 

The bad news? The black patches print in a 
bit too solidly. A greyscale test showed little dis- 
tinction between each gradient from 90 per cent 
through 99 per cent black coverage. What this 
means is good crisp text, but expect a lot of block- 
iness in darker areas when printing photographs or 
graphics with subtle contrast variations. Color 
photographs looked okay, although there is defi- 
nitely room for improvement in this area. 

The second problem is the speed. The Okijet 
is the slowest of the bunch, clocking in at a very 
slow two pages of black text per minute in draft, 
and taking up to 30 minutes for a full page of full 

The last problem Is one of compatibility. The 
Okijet software drivers were a bit picky about the 
environment the printer was running in; the print- 
er didn't work properly until all other printer dri- 
vers were removed from the system. For most 
home users, this shouldn't pose loo much of a 
problem, but for users who want to have more 
than one printer installed at the same time, it could 
cause a few headaches. 

That said, the printer is a good low-cost alter- 
native, as long as subtle shades of grey aren't a 
major concern to the user. With the longer two- 
year warranty, and the ability to replace individual 
colors instead of the whole color cartridge (and 
consequently at a lower cost to users who use 
more cyan than magenta, for example), certain 
users may end up much further ahead with this 
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. . . coming in August. 
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SnwtiPrit $255 


May 91 


Although reasonably new to the ink-jet market, NEC 
comes in solidly with the sleek-looking Superscript 
750C, which is a great choice for the budget-conscious 
user. At 600 by 600 dpi, the machine doesn’t have the 
best resolution of the machines tested, nor is the 750C 
particularly .speedy. 

However, coming in at about half the price of the 
higher-priced printers in this lab. a bit of a trade-off in 
these areas is to be expected. 

Text quality was generally good, but began to fail 
at smaller font sixes. This was especially true on lower 
quality paper, where it produced a bit of speckling on 
both black and color text. Full-color photo-quality 
printing produced speckling and blocky areas in places, 
although use of glossy photo-quality paper produced 
much belter results. Color accuracy was fair to good, 
generally coming in a bit darker than the source mater- 
ial. 

Solid black and greyscale graphics were handled 
surprisingly well. Part of the reason for this could be the 
cartridge configuration. Rather than a black cartridge 
and a second three-color cartridge, the 750C adds a 
“graphic black” to the color cartridge, which helps to 
better blend the color with the regular black. 

Speed was generally good on high-quality jobs, 
but the draft was a bit disappointing. Color came in at 
2 ppm, but blackonly came in at a slightly betters ppm. 
This wouldn’t be quite so disappointing if the quality of 
the draft were better; while other uniLs provided fairly 
good-quality draft, the 7S0C’s draft text appeared more 
like dot-matrix output. 

The unit is at the middle of the weight range, but 
has a pretty large footprint at 18.11 by 18.30 by 9.29 
inches. It appears a bit more fragile than most of the 
other printers — users with small children should 
beware, especially of the slightly flimsy loading door 
on top. (Side note; The visual instruc- 
tions on the inside of that door for 
setting up the unit and installing 
cartridges are baffling, but 
thankfully also appear in an 
understandable text form in 
the manual.) 

If the 750C's low price 
isn't enough to grab the cus- 
tomer. the printer also comes 
with the Broderbund Print Shop 
CD-ROM, a Sesame Street Art 
Workshop CD-ROM, and an NEC 
Media Sampler Pak. 

The Superscript 750C is backed up by a one-year 
warranty. 
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$399 

Lexmark raises the resolution bar a bit 
I the 5700, offering a full 
1,200 dpi in both directions. 
This means a coverage capa- 
bility of 1.44 million dots 
per square inch, as 
opposed to 1.04 million 
from Epson’s Stylus 800. 
In addition, the 5700 fea- 
tures a nifty little innova- 
tion in the paper feeding 
mechanism, which auto- 
matically adjusts for overly 
thick paper, without manual 
intervention. 

Another nice feature of the 
5700 is the size of the unit. While 
not in use. the paper-receiving tray 
slides right into the underside of the machine, bringing it to 
less than eight inches deep. When desk space is at a premium, 
this becomes a huge plus for such a high-quality printer. And 
at just six-and-a-half pounds, it's the lightest of the pack. 

Despite that, the 5700 i.sn’t a lightweight when it comes 
to print quality. Both black and color text are extremely sharp, 
even at very small font sizes. Except for very minor bleeding 
when printing on plain bond paper, the quality is comparable 
with a laser printer. Draft speed is quite good, and draft qual- 
ity is excellent. 

Color accuracy was good, although distinction between 
greyscale gradients was only fair. Photographic reproduction 
was very good with ihe black and color cartridges, although 
there were blocky sections in areas with soiid coloring. 
Switching black with the optional photo cartridge improved 
this even further, providing the best photo-quality reproduc- 
tion of this batch of printers. 

Considering the performance of the machine, the $399 
price lag is even more impressive. The package also includes 
the Lexmark Workshop CD-ROM, which ha.s photo editing 
software, greeting card and T-shirt creation software, and 

The big drawback: At nearly $50 a crack, the ink car- 
tridges are expensive when it comes time to replace them. The 
good news is that they last a long time (during our tests we 
primed out quite a few full-color pages, and the ink levels 
changed only marginally during that time). 

The 5700 comes with a one-year warranty. 


Tips & Tricks 


1 - 604 - 821-9966 

+ 


To make your 
dream come true 
is as simple as 
3 step: 

1. Call1-604-821-9966 

2. Ask for Umax one-stop 
BTO solution. 

3. Build your customers a 
dream Umax computer 
system. 



We are now providing you 
with a great Umax one-stop 
BTO solution to let you build 
your own Umax computer 
system. The true profit of a 
new partnership with Umax is 
not only the "buy and sale" 
relationship but also a perfect 
"backside cache" support 
solution. Our Umax BTO 
solution includes Umax 
barebone system and all 
components from major 
manufacturers to suit your 
needs. Forfurther information 
please call 1-604-821-9966. 


Contro Industrial Inc. 

#180-4320 Viking Way 
Richmond, B.C. V6V 2L4 
Tel:l-604-8219966 
Fax:1-604-8219910 




Canon BJC-4300 


Epson Stylus 800 


Hewlett-Packard 890Cxi 



Micro Piezo 

1,440x720 

128 black, 192 color 


_ 8 _ 

5 


1 color, 1 black 

Win3.1, 95, NT, Mac 
Parallel, Mac 


14,5 

18.7x24.0x12,4 

45 dBlA) 


yes 

yes 


yes 

yes 

yes 

yes 

yas 

yes 


$579 

$489 


$27,99 black/S34.99 color 


2 years 

1-800-807-776G 

www.epson.com 


Thermal ink-let 

600x 600 black, 300 x 300 color 
300 black, 192 color 


4 

9 

6.5 


1 color, 1 black 

Win3.1,95, NT 
Parallel 


14.5 

17.5x15.6x8.9 

50 dB(A) 


yes 

yes 

yes 

yes 

yes 


yes 

yes 

yes 


$549 


$45.99 black (or less)/ S49.S 
color 


1 year 

1-800-387-3867 

www.hp.com 
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May 96 

May 98 


Lexmark 5700 

NEC Superscript 750C 

Okidata 0kijet2020 

Thermal ink-jet 

Bubble let 

Thermal ink-iet 

1,200x 1,200 

600 X 600 

600 X 600 

206 black, 192 color 

65 black, 67 color 

46 black, 72 color 

4 2 1 

3-5 2 1 

8 6 4 

5.5 3 2 

up to 6 5 4 


1 color, 1 black 

1 color, 1 black 

1 black, 1 cyan, 1 magenta, 1 yellow 

Win3.1,95, NT 

Win 3.1,95 

Win3.1,95, DOS 

Parallel 

Parallel 

Parallel 

6.5 

10 

10 

17,0x8,0x6.0 

18.11x18.30x9.29 

16.37x 11.75 x7.62 

47dB|A| 

49 dB 

46dB|A| 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 

yes 


$439 

NA 

$349 

$399 

$255 

$279 

S37 .99 black/45.93 color/ 

$29.99 black/ $34.99 color 

$15.39 black/ $16.79 each color (list) 

49.99 photo 




1 year 

1 year 

2 year 

1-800-358-5835 

1-800-632-4636 

1-800-654-3282 

www.laxmark.com 

www.nec.com 

www.okidata.com 



Editors' Choice 

One iitiportani thing 
we realized after con- 
ducting the tests: 
Every single one of 
these machines pro- 
vides rather impressive 
results, and differences 
between each model's 
output are. in large 
part, subjective. All of 
the printers produce 
photographic results 
that are applaudable. 
That said, the follow- 
ing are our picks: 


Price/Performance 

NEC 

Superscript 750C 

For the budget-minded 
buyer, the NEC gets 
the nod for ease-of- 
use, color reproduction 
and good-quality black 
text at highesl-quality 
output. 


Overall 

Lexmark 5700 

For the combination of 
sharpest text and best 
photo quality. Lexmark 
edges out the Epson, 
especially with ius com- 
pact size and lower 
price. CM 





design tools. Positioning is the name of the game. 


D esktop publishing isn’t what it used to be. 

Paul Brainerd, the founder of Aldus Corp. (which originally pro- 
duced PageMaker before Aldus was sold to Adobe), used to say desk- 
top publishing was the application that "saved the Macintosh” back in 
the mid-1980s. 

These days, however, it has more than enough work to do in sav- 
ing itself. 

It’s an ironic state of affairs. Desktop publishing has actually 
come full circle from its humble origins — and completely changed 
the software industry in the process. What started out a.s a speciali.st 
application that appealed to a small, enthusiastic breed of creative 
users mushroomed into something that could be used as a publication 
design tool by millions. 


Market Shifts 


Just when desktop publishing was starting to gain huge popularity as 
the best kind of tool for deigning professional-looking publications, 
two things happened. The first was that word-processing software 
began to lake on many of the features tj^cally found in desktop pub- 
lishing applications — including, for example, the ability to handle 
tables, flow text around graphics ai^put text in columns. The second 
major outfall from the success of dnktop publishing was that a second 
tier of "entry-level” applications emerged and scooped up most of the 
volume in the market. While many would argue that this consumer- 
style product was actually a key element of the market from the outset 
of desktop publishing, there is no doubt that basic, easy-to-use. sub- 
$100 tools such as Microsoft Publisher have captured the lion’s share 
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DESKTOP PUBLISHING 



We provides on One Stop Shopping Center for your 


Inlioducing SuperDisk and ihe 15-1 20 drive. 

Unlike the Zip drive, Ihe 15-120 drive Is nmpollblB 
wTlh standard 3.5 disks. 

So you only need one drive. 


of the publishing appllcatlon.s market by unit volume. 

With Ihe recent launch of Publisher 98 and Microsoft Office 97 
Small Business Edition Version 2.0 (which includes Publisher 98), 
Microsoft Canada’s general manager Simon Witts says this trend is 
likely only to accelerate. Microsoft is now focusing more of its energy 
on winning the hearts and minds of small businesses, u segment in 
which he admits Microsoft has not been as successful as he would like. 
"The bit we haven’t done is gotten to the end-customer and driven 
demand.” he said- "We need to rely on our reseller relationships and 
drive [our message] down to customers." 

The Web Factor 

Desktop publishing vendors have also had another major market force 
to contend with — the advent of the World Wide Web. Increasingly, 
many small businesses are u.sing the Web as vehicle for "electronic” 
versions of flyers, newsletters and brochures, and desktop publishing 
applications are not necessarily the tools they use to accomplish this. 
Web design applications are likely to scoop up some of the market that 
would otherwise have gone lo de.sktop publishing software. 

A recent report by International Data 
Corp. clearly illustrates the strength of this 
trend. At the end of March. IDC released a 
report suggesting that the tremendous 
growth surrounding the Web — specifically 
the number of sites created and the number 
of users accessing those sites -- has result- 
ed in “a dynamic high-growth opportunity" 
for Web authoring and design software. 

According to the report. Web authoring 
and design revenues worldwide will reach 
more than USS290 million by 2002. IDC 
forecasts that the Windows market for Web 
authoring products will increase at a com- 
pound annual growth rate of 32.6 per cent 
for unit shipments worldwide between 1997 
and 2002. 

“Publishing content on the Web contin- 
ues to explode and is increasingly becoming 
more complex as competition grows unabat- 
ed," said Joan-Carol Brigham, a research 
manager in IDC’s Internet program. 

“Because standards .such as HTML prevail, 
vendors are finding more creative ways to 
compete aside from pure features through 
ease of use, added peripheral features, such 
as ISP hosting primers for Web sites, and 
application interfaces." 

The IDC study further suggested that 
products such as NetObjects' Team Fusion 
are addressing the needs of the group, 
while Macro-Media's DreamWeaver and 
GoLive’s CyberSludio are targeting the cre- 
ative designer. NetObjects is also striving to 
become the prominent front-end for Web 
application development, staled the report. 

The IIXT study revealed just how much 
of a shift in the vendor leadership "pecking 
order" this change is producing. "Microsoft 
has played a sizable role in shaping the gen- 
eral landscape. Many companies have felt 
the aggression of Microsoft each time the 


company releases a new beta version of FronlPage." concluded the 
report. "Additionally, as Ihe company continues to bundle Frontpage 
with the NT server product [IDC found 50 percent of NT server cus- 
tomers arc active users of FronlPage], Microsoft's market share grows 
significantly." 

The study also suggested that some traditional desktop publishing 
companies have misjudged this market and are suffering for it. 
“Regardless of Microsoft, there have been some serious false starts in 
this market, including Interleaf's promised CyherLeaf product and 
Quark's Immedia, which missed the HTML compatibility mark.” stal- 
ed the report. 

This has left the "heavy hitters” in the computer-based publishing 
market looking for new ways to attract users either by adding 
features, changing iheir product positioning or becoming more 
specialized- Quark is a perfect example of that. For years. Quark was 
happy to make lots of money from an enthusiastic band of 
QuarkXPress users running their software on Apple Macintosh sys- 

Bul in the last year or two, all that has begun lo change. Not only 
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has Quark ventured into Web publishing territory with applica- 
tions such as Immedia. but it has also made a much bigger com- 
miimeni to the Windows market and expanded into networked and 
“workflow" applications. 

Quark Does Windows 

The commitment to Windows is a significant change for Quark, 
which has traditionally made the Mac its flagship platform — leav- 
ing Windows users of Quark products sometimes complaining that 
their implementations had been “cobbled together" after the Mac 
product. 

In mid-March. Quark and Microsoft announced what they called 
"a strategic alliance” wherein Quark will adopt Microsoft technology 
as the reference platform for future Quark technologies. The compa- 
nies have said that this mutual support will be manifested in three 
major relationships: technology, business development, and joint sales 
and marketing. 

“Our strategy is to focus on technology that anticipates our cus- 
tomers' needs, and thus helps them meet the needs of their customers 
as well.” explained Susun Friedman. Quark vice-president of product 
management. 'The publishing industry is changing rapidly. Microsoft 
provides the most extensible, robust platforms for applications devel- 
opment that will enable us to continue to deliver the innovative solu- 
dons our customers need.” 

Quark is thus joining the merry band of Microsoft Certified 
Solution Providers, meaning that Quark will be able to take advantage 
of enhancements in future versions of Microsoft operating systems and 
servers, plus technical briefings and support. As a result. Quark has 
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also committed to 
architecting it.s systems on Microsoft's 
COM and DCOM technologies and participating in alpha and 
beta programs to ensure its products are certified for Microsoft 
BackOffice and Windows. 

The company seemed to be aware thut this news might not go 
down well with its Macintosh users and was careful to issue a state- 
ment designed to appea.se ihem. “Quark ‘.s recently announced alliance 
with Microsoft in no way lessens our commitment to supporting our 
desktop publishing applications for the Mac OS.” said Quark in a 
•Statement. "The alliance is a logical result of our expansion iiun the 
client/server solutions arena, in which Windows NT plays a major 
role. Conirary to (un)popular misperception, we are not dropping the 
operating system and the group of customers that have made Quark so 
successful in the pa.st. We are simply anticipating Ihe lechnuiogically 
complicated needs of new markets and taking the steps necessary now 
to meet those needs when the time comes. The alliance in no way indi- 
cates a halting of support for QuarkXPress, QPS, and Immedia for the 
Mac OS.” (So there.) 

Of cour.se. Canada's biggest participant is Corel Corp., which 
produces both CorelDraw and Ventura Publisher (formerly owned by 
Xerox Corp.). In fact. Core! announced a new version of Ventura 
Publisher in mid-March that is de.signed to be easier to use, better for 
publishing Web sites and providing improved integration with other 
Corel products. 

Arch-rival Adobe seems to have come out the best in all this, 
recently producing beefed-up versions of products such as PageMaker 
and Photoshop, which have succc.ssfully blended the ability to pro- 
duce professional-looking paper publications with a strong capability 
to handle Web site design. 

In short, these are challenging days for the world's desktop pub- 
lishing pioneers. It would appear, however, that with some nimble 
moves to support popular industry platforms (such as the Web and 
Windows 95) and enough enhancements to keep its core of Mac-based 
users happy, all the major players will likely survive beyond the mil- 
lenium. HW 

Contacts: 

Adobe Systems Inc. — (408) 536-6000 
Corel Corp. — 1-800-772-6735 
Quark Inc. — (303) 894-8888 

CeofWJieehiTiglu is a yuncoiivei-based joiirmilisl who specializes in 
high-leclwoiogy ivporiiiig. He can he reacheiial gepff'ivtiD.wimser.coni. 


52 CANADIAN COMPUTER WHOLESALER May 1998 





T H E 


INDUSTRY 


Viruses and 
Revitalization: 

Symantec in 1998 


by Jeff Evans 


Virus News 

Ons araa where Symentec 
remains strong is in anQ-virus 
software. As a key element in 
developing its world-class lead 
in As anti-virus market Symantec's SARC anti- 
virus facility is one of the most active and 
advanced anti-virus research operations in Ae 
world. Symantec's Investment in e top-notch 
research capability has resulted in a strong 
continuing market share for Ae Norton Anti- 
Virus title. 

SARC has recently concentrated on identify- 
ing new strains of macro viruses, using sophisti- 
cated heuristic 'searching' software to identify 
potenb'el virus code. According to Symantec, a 
lerge mejority of new virus reports received by 
SARC Involve macro viruses, even though Aere 
are far larger numbers of older virus types, such 
as boot sector end polymorphousviruses In exis- 
tence compared A Ae newer macro variety, 

Macro viruses spread rapidly over LANs and 
via Ae Internet, since Any are buried inside 
legib'maA and hermlsss-looking Word and Excel 
files. They are relaA/sIy easy to program, com- 
pared A older types of viruses. Also, according 
to SARC, viruses can develop spontaneously— 
lor exampio, when regular macros are randomly 
corrupted by power failures to As system Aey 
are being saved on, or Arough oAer, poorly 
understood means. These randomly generated 
macro viruses only occur in Office 95 applica- 
tions; Office 97 has a feature that seems to 
cause them to fall to function. As well as this 
rare form of virus 'mutation.’ soma macro virus- 
es are actually 'breeding,' according to 
Symantec. One macro virus Inserdng its code 
Into an already infected macro can combine 
code to create a AIrd, different virus. However 
viruses era origineting, Symantec can expect an 
endless business opportenrty in Ae virus market 
unless Microsoft decides to put a full-featered 
virus checker Into its operating system. 

If Aat happens, Eubanks claims Symantec 
won't resort to Ae courts to try to retain Aeir 
traditional market as other vendors have 
recently done. 




Symantec, Hie Cupertino. Calif.-based pub- 
lisher of popular Windows and Mac programs 
such as the ACT! contact manager, Norton 
Anti-Virus, WinFax Pro and Norton Utilities, 
expecl.s 1998 to be a banner year, due to a 
flurry of new product releases, especially 
those related in one way or another to the 
Internet. 

Symantec first gained prominence 
through its ownership of Norton Utilities 
(NU). a package of software which made the 
early versions of Microscifl DOS and later 
Microsoft Windows, much more usable. 
Norton Utilities' mix of file management, 
data recovery and system tools were a god- 
send to early PC users struggling wiA the 
gaps In tile basic MS operating systems. 

More recently, Symantec purchased 
Canada's Dcirina Corp.. ihe publishers of 
WinFax Pro, the market-leading PC fax .soft- 
ware. Then, for a couple of years, the compa- 
ny seemed to lose its way somewhat. 
Improved new versions of Microsoft 
Windows contained at least basic versions of 
many of the utilitie.s that made Norton 
Utilities so essential, and there were even 
basic fax functions in Windows from 
Windows 3.1.1 onwards. Symantec nl.so came 
out with a Windows 95 version of Win Fax 
Pro that contained major bugs, especially in 
terms of allowing connections between differ- 
ent kinds of faxes and fax/modem cards. 

In 1998. however. Symantec seems in a 
belter position to begin growing again. It has 
new. improved versions of ACT! (4.0). Norton 
Utilities. WinFax Pro. and Norton Anti-Virus 
either in release or due shortly. It is findmg, in 
fact, that Microsoft has perhaps uninienlional- 
iy given its anti-virus products in particular, a 
fresh shot in the arm. 

Ill a lour of the Symantec Anti-Viru.s 
Research Centre (SARC) in Santa Monica. 
CCW saw firsthand how Symantec uncovers 
and learns to combat the latest in computer 
viruses. Computer users around Ihe world 
send in diskettes or even entire hard drives 
suspected of being infected with a computer 
virus. Anti-virus lab technicians analyze the 
data, and isolate suspected viruses. Hundreds 


of new viruse.s are identified each month, 
most of them fairly minor variations of 
known varietie.s. However, a relatively new 
category of viruses, called macro viruses, are 
exciting special attention. 

Closing The Caps In Windows 

In discussion with CCW, Symantec CEO 
Cordon Eubanks outlined the philosophy that 
has allowed Symantec to maintain a steady 
course in ihe ol'ien perilous Windows utilities 
market. Right from the beginning, Eubanks 
says, Symantec was aware Aat as a utilities 
publisher. Symantec would always be at risk 
of nearly instant product obsolescence when- 
ever the Apple Mac or Microsoft Windows 
operating systems came out with new versions 
that added features that formerly required a 
ihird-pany software program. For instance, 
when Microsoft added basic faxing capabili- 
ties to Windows, beginning with Windows for 
Workgroups 3.1!. Symanlec'.s WinFax Lite 
product, which had been a popular part of 
many PC hardware makers' software bundles, 
became much less salable. In point of fact. 
Aough, the Microsoft fax software proved to 
have some bugs, and recently Symantec actu- 
ally signed an agreement to license a basic- 
I'eutured fax utility to Microsoft. 

Whenever Microsoft adds in free fea- 
tures that seem to compete with a Symantec 
utility. Symantec doesn't go head to head in 
competition against Microsoft, according to 
Eubanks. Instead, they follow one of several 
possible strategies: 

•Oet out of Ihe product category. 

•Do a belter, much more highly featured prod- 
uct. attractive to professionals and other 
power users while conceding the entry-level 
market to Microsoft's "free” version. This 
lias been the approach with the Norton 
Utilities and Norton Anti-Virus products. 
•Find other software publishing opportuni- 
ties. and either buy or develop entirely new 
produces, W* 

Jeff Evans is Associoie EdUor of CciimdUm 
Compiiier Wholesaler. He is based in Toronw 
and van be reached ai jeff®icpon.ca. 
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BUSINESS BASICS 



A rc you currenily in your own business as a reseller? If not. have 
you ever been lempled to buy a business? 

About 25 per cent of the small business population entered the wild 
and woolly world of entrepreneurship through that door. Maybe you 
want to get into an established business for the first time. Possibly you 
want to expand or diversify your existing business by buying another. 

Whatever your motivation, when searching for a business, there are 
a number of classic warning signs that should alert you to potential prob- 
lems. Buying the wrttng business could result in a financial disaster. 
Here are some common 


tlnfamlliar business? 

It would be a serious mistake for 
any buyer to invest in a business 
that the buyer knows nothing 
about. The dangers in running the 
enterprise are accentuated by 
inexperience and unfamiliarily. If 
you are the potential buyer, you 
could he buying a business total- 
ly unsuited to your personality, 
talents or interest. You would be 
at a considerable disadvantage in 
trying to survive and compete 
with your competitors. 
Partner-wanted business? 
Some business partnerships that 
are based on sound economic data 
can work out well and may be 
worthy of your consideration. On 
the other hand, many business 
partnerships do not .survive in the 
long run. This could be because 
of conllicts of per.sunaliiy. philos- 
ophy. policy, priorities, or contri- 
bution of money, time, or skill 
into the bu.siness. Some unstable 
and undesirable business opera- 
tions attempt to defraud the 
unwary investor by obtaining an 
injection of funds into the busi- 
s and then using those funds i 


BUSMESS 

What are the warning signs to avoid 
buying into a bad company? 


I inappropriate fashion without any 
controls. For example, investment funds could be used for paying past 
creditors' debts rather than for working capital for future needs and 
growth. Be cautiou.s of any busine.ss partnerships that promise a dis- 
proportionate return based on the investment of money or time. 
Business which uses up all investment capital? 

If you are considering a business that would require all of your 
financial resources to pay the purchase price, you could bo in a sit- 
uation that you are starting off undercapitalized, without working 
capital or reserve for future needs. For example, if you take over a 
business and there is a decline in sales and profit during the transi- 
tion phase, you would not have any resourees to be able to buffer the 
financial crunch. Never buy a business without taking into account 
your working capital and contingency fund. 

High pressure to buy? 

If you are experiencing a situation in which the seller or an agent of 
the seller is pulling considerable pressure on you to buy the business, 
resist and be wary. Possibly the seller is ready to go under or is des- 


perate to sell for some other negative reason, for example, competi- 
tion opening up nearby. Possibly the agent is eager to make a com- 
mission or the listing will soon run out. Never put yourself in a situ- 
ation where you have to make a quick decision on something as crit- 
ical as buying a business. 

Emotionally based interest? 

If you are considering a business that you have a very positive emotion- 
al feeling for. and that feeling tends to dominate the decisions you are 
making, don't proceed any further. Emotional over-enthusiasm, unrealis- 
tic expectations, overly inllaied 
projections and excessive opti- 
mism can quickly turn into a 
financial disaster. A business that 
you buy has to make objective 
good business sense first, in 
terms of being a viable idea at a 
price that you can afford. 

Omicr claims cash-skimming? 
A business owner may try to 
induce a sale by claiming that 
the financial statements do not 
accurately record the actual 
amount of cash that has come 
into the business. The seller 
could claim discreetly (and 
obviously not in writing), that 
half of the cash is pocketed 
without recording or paying 
tax on it. Don’t purchase such 
a business. The situation would 
mean that you couldn't rely at 
all on the financial records, 
which places you at high risk. 
In addition, you cannot base 
your purchase price on the 
assurance of the seller that they 
evaded taxes. Obviously the 
seller is not credible and con- 
sequently the busines.s is not 
credible enough to consider 
any further. 

Failing or distressed business? 

Don't proceed any further if you are considering a bu.siness that is going 
through .seriou.s financial problems. The exception would be if you are an 
expert in Dial type of business, have clearly identified the reasons for the 
financial difficulties, and know that you have the expertise and manage- 
ment resources to turn it around. There are people who buy businesses 
with a turnaround strategy in mind, and skilftilly negotiate a purchase 
package that is very atu-active. This can be done effectively of course, 
only if the buyer knows what they are doing and is sophisticated in this 
type of distress purchase. 

Remember, before you decide on any business, check it out thor- 
oughly. Ask iois of que.stions. comparison shop, be objective (not emo- 
tional). and speak to others in the industry. Finally, get professional 
analy.sis, feedback and advice from a street-smart accountant and busi- 
ness lawyer. (tW 

Douglas Gray, LL.B.. formerly a practising laivyer. is a Vancouver- 
based consultant, speaker and author of 16 hesl-selling books, includ- 
ing The Complete Canadian Small Business Guide, published by 
McGraw-Hill Ryerson. 
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Intomiptf 

without ^ 

Microsoft’s new PC99 standard hopes to address the issue of limited intelrupis, but what’s taking so long? 

by Alan Zisman 


u 


Oh where, oh where have your interrupts gone? 

Sort of like your kids (or mine), whenever any 
of the devices attached to the computer need to get 
tome attention from the CPU, they have to inierrupl 
t- Unlike our children, they can only do that if they 
have an interrupt request (IRQ) number. It gives 
them the ability to butt in on the CPU's time. 

Part of the appeal of the PC -style computer is 
its upgradeabiiity. Sealed hox, non-upgradeable versions have been 
released from lime to time (and are under discussion yet again as one 
way to lower corporate computing's Total Cost of Ownership (TCO)I. 
but have never attained mass-market acceptance. However, in order to 
be able to easily add hardware to a PC, there need to be available IRQs, 
Otherwise, the new devices can yell for attention all they want, but the 
CPU will never hear them. In other words, they won't work. 

The original IBM PC and XT offered a mere eight inieiiupls, most 



of which were already spoken for by devices such as the keyboard and 
the floppy disk drive. In I9S4, IBM doubled the number to 16 with its 
AT model. And that's where we've stayed ever since. During these 14 
years, processor speeds have gone from 6MHz to 333MHz, and hard 
drives have grown from the AT's original lOMB to nearly lOOB. 

It used to be that a typical new PC had somewhere between three 
and five free iniemipts. but those numbers have been slowly whittled 
down as systems come more fully equipped. You may be .shipping (or 
buying) systems with empty slots (particularly as more and more func- 
tions come integrated right onto the motherboards), but unless you 
have free IRQs, these slots are unusable. And some of today's fancy 
adapters require two interrupts each! 

Ironically, while the Macintosh started life as the proverbial sealed 
box. lacking expansion ports, the adoption of built-in SCSI in lUSh's 
Mac-Plus has proven a wise choice. SCSI allows relatively easy addi- 
tion of up to six devices, and when implemented on a PC, these device.s 
all share a single intemipl. But aside from a few areas such us high-end 
neiwori; servers, SCSI has never really caught on as a PC solution, 
where the added cost and complexity of SCSI hampered its adoption. 

There have been other recent proposals to get around IRQ rationing. 
Like Universal Serial Bus. which allows connection of up to 256 devices 
sharing a single external USB bus. Presumably, we could be seeing key- 
boards. mice, sound cards and scunners all using a single interrupt. But 
USB still hasn't caught on, though most modem motherboards are ship- 
ping with at least the possibility of adding a USB port. We'll see if the 
upcoming release of Windows 98, with built-in USB support, provides 
this technology its long-needed jump-sturt. 

The villain in this scenario is the AT's now-antiquated ISA bus. 
Even when the system's not using any ISA cards, on today's mother- 
boards the keyboard, the parallel and serial ports, hard drive and flop- 
py controllers are all connected to the ISA bus, along with other func- 
tions built into the motherboard. 

Last year, when Microsoft released its PC-98 specifications, it 
boldly called for the demise of the ISA bus. But even mighty Microsoft 
has lacked the power to impose its will on the chaodc PC industry. At 
the recent .seventh annual WinHEC (Hardware Engineering 
Conference). Microsoft again attempted to set standards, this time pre- 
senting a trial version of recommendations for PC99. realistically 
aimed for implementation in Year 20(K) models. In the meantime, 
implementation of the PC98 proposals to finally seeing an end to the 
ISA bus and the shortage of IRQs have been postponed, yet again. 

Take a good look at the systems you're buying, selling, or distrib- 
uting. Use the Win95 Device Manager lor even the old DOS MSD util- 
ity), and check how many IRQ.s are in use, how many are free for new 
devices. Be prepared — it's a question that your more aware customers 
may very well be a.sking you. But who has the courage to be the first to 
release a PC without a 1984 legacy ISA bus'.’ ECU 

Alan Zisman is a compiirer jonnuilisl and letuiier, living in Vamoiiwr. 
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THE PUNDIT 
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"Automatically generated e-mail has its dangers, of course. 

Send too much, send it more than once, or send it to the 

wrong parties, and you may be accused — or guilty — of spamming " 





by Graeme Bennett 



we have work to 


Promotion is an evolving 
art. As those of us with 
something to sell look 
toward the future, the 
Internet looms largo as an 
area of ever-growing 
importance. And. with its 
emerging role as the e- 
commercc market-place, 
do to set up our shops, unfurl 


our banners and get the message out there. 


E-mail 

One of the key ways Internet contaci.s can be 
established is, of course, via electronic mail. 
According to a recent study reported on 
News.com. e-mail has emerged as the num- 
ber one method of customer-vendor contact 
and many suppliers arc practically drowning 
under the ever-increasing tide of e-mail- 

At any rale, the real likelihood is that, 
sooner or later, you are going to need to 
improve your ability to efficiently respond to 
e-mailed information requests. Here at 
Canada Computer Paper Inc., as you might 
imagine, we get an awful lot of e-mail, so 
we’ve had to deal with these issues. Some of 
the ways we've found tor managing requests 
for information include having "hots" that 
automatically provide information on certain 
topics. You could, for example, set up a "bot" 
to automatically send a price-list or a product 
specillcaiion sheet to a request sent to un e- 
mail address like “info@yourcompany.ccim." 
For maximum efficiency, provide several e- 
mail addresses on your Web site, where visi- 
tors can categorize their response, depending 
on. for example, the relation to sales, info, 
technical help or u problem with the Web site. 

You can use a “bot" to thank people for 
writing, to lei them know that their Idler has 
been received and that it will be read. <Al 
Ciinada Computer Paper Inc., we use the 
FirstClass Intranet Server from Markham. 
Ont. -based SoflArc as our primary e-mail sys- 


tem, although similar capabilities are available 
in a wide array of other products.) Rentember. 
however, that a "bot" is no substitute for a per- 
sonal reply. Although die bot provides an 
immediate response to let people know their 
message made it through and that it is appreci- 
uted. such missives ring hollow unless you 
then follow up with a real human reply. 

Automatically generated e-mail has its 
dangers, of course. Send too much, send it 
more than once, or send it to the wrong par- 
ties. and you may be accused — or guilty — 
of spamming. In general, we'd recommend 
providing a pre-chccked checkbox on your 
request-for-informaiion Web page that allows 
the people who use it to decide whether they 
would like to receive future product informa- 
tion on updates or promolionul offers from 
you. If they agree, their names can be added 
to a mailing list, electronic or otherwise. 

Walking The Line 

Sometimes, the line between promotion and 
spam gels just a little too fine, as Apple 
Computer Inc. discovered after the release of 
its QuickTime 3.0 software for Macs and 32- 
bil Window.s PCs. QuickTime 3.0. you see, 
carries with it a licence agreement that stipu- 
lates a way for developers who include 
QuickTime with their products to avoid a 
hefty US$1 per copy licensing fee. The catch 
is, developers that want to avoid this onerous 
fee must cull an API that copies a promotion- 
al movie to the end-user's desktop every lime 
he or she uses the product. In other words, it 
is futile to delete this virus-like file — it reap- 
pears next lime you run the program unless 
the user pays US$30 to upgrade to 
■■QuickTime Pro." This "desktop spam" con- 
cept. while clever, is understandably raising 
the ire of developers and users alike. I only 
hope that it doesn't catch on. 

Can you imagine what a garish mess 
(not to mention the lech support nightmares) 
we'd have if everybody started doing this'? 



Just think of the heat Microsoft w ould take if 
it pulled u slum like this. 

For more info on QuickTime 3.0 and 
its new capabililie.s. see the article at 
hiip:/Am-n-.icp.vti/Mul!imetlUi. 

Fishing For Hits 

Another popular way to draw business to 
your Web site is via the inclusion of what are 
known as "meia tags" embedded into the 
HTML code that defines the page. Some of 
today's more sophisticated Web-authoring 
tools are database-driven and these tools can 
generate these lists of mcIa lags automatical- 
ly. Even if you add the tags manually, you are 
increasing the likelihood that a customer 
looking for the product or service you offer 
will find your page near the top of the list of 
results displayed by a search engine. 

There are dangers here too. For exam- 
ple. as is probably pretty obvious, sex-related 
sites often stuff thousands of meiu lags on a 
wide array of naughty words into their melu 
tag lists (and. in a disturbing trend, a growing 
number stuff pom-llsts with unrelated words 
that happen to be common generalized search 
topics, as well). However, you shouldn’t go 
appropriating the trademarks of others in 
your meia lag lists. Playboy Enterprises is 
suing one such pom-site, which was fishing 
for hits with tags like “Playmaie." ■■Playboy" 
and .so on. If in doubt, we'd recommend legal 
advice. 

Meta lags were discussed in depth in a 
recent article appearing in The Computer 
Paper. Visit hup:/Avv,’>v.tcp.cu/WeaYing. There 
is an aliemulive to seareh engines that can 
bring visitors to your site — and usually the 
right kind of visitors, loo. It's called a webring. 
Find out more at hiip./Avehring.org/. CM 

Graeme Beniwii is the Editorial Director for 
Cantida Computer Paper Inc. and a former 
computer reuiiler. He can he reached at 
graeine@lcp.ca. 
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NEW PRODUCTS 


neui 

PRODUnS 


Okidata adds 20-ppm printer 

Okidata of Mississauga. Ont.. has iiiiruduced 
ihe OkiPage 20 Series, including a 20-ppm 
printer with .standard duplex printing. 

Pricing starts at $1,999, and all the prim- 
ers are driven by a 40MHz RISC processor. 
They come standard with a 5.^0-sheei input 
tray and a 100-sheet power feeder. The prod- 
ucts are supported by a five-year warranty on 
the LED print- 
head. and a one- 
year on-siie limited 
warranty on parts 
and labor. 

Okidata can 
be reached at: (9051 
238-4251). 



IBM Corp. rolls out new line of high-speed systems 

IBM Corp. has announced .systems to lake advantage of Intel's lalest 350MHz and 400MHz 
Pentium II chips. IBM introduced its new line of Windows NT InlelliStation M Pro "personal 
workstations." which can run up to two 400MHz Peniimn II processors. The new IntelliSiations 
also incorporate new manageability and security features, including IBM Asset ID, Alert On 
LAN. and LANClieni Control Manager (LCCM) 2.0. InlelliStation M Pro models start at a sug- 
gested price of $5,275. 

IBM also announced a new ultra-light ThinkPad 61X1 multimedia notebook that weighs less 
than five pounds (about 5-5 pounds with removable CD-ROM drive), at a price ranging from 
around $4,500 to $6, 500. depending on coiinguraiion. 

IBM has moved into the 19-inch monitor market, starting at a suggested list price of $1,116 
for the G94 model. And the company announced a price reduction in its network computers, 
with the entry-level model 100 now priced at about $700. 

IBM Canada Ltd. has expanded its Aptiva Series of PCs with the addition of the Apliva 
E56. Ea4 and E86, priced at $2,398, $2,448 and S3.048. respectively. 

The E86 includes 
DVD technology. The 
E56 and E84 have 
256KB Ixtvel 2 cache. 

266MHz and 3miMHz 
AMD K6 processors. 

4aMBor64MBRAM. I 
4GB hard drives, a I 
24X CD-ROM drive I 
and a K5fi Flex mo- I 
dcm. The Apliva E86 I 
includes a 300MHz 




Intel Pentium II processor. 64M 8 of RAM, a 8GB drive, 5I2KB Level 
2 cache, a DVD-ROM II drive, a K56 Flex modem, and a variety of 
multimedia features. 

All .sales include Ihe World Btxik Multimedia Encyclopedia CD- 
ROM. and 90 hours or 90 days of free Inlemei access. 

Visil li!lp:/A\“\i-w.ihin.com/pc/cci/apli\-a. 


UMAX introduces slim-line ActionBook 500 series 

UMAX Mobile Computer Group has launched the ActionBook 500 
series, a slim-line product designed to offer flexibility and upgradeabiliiy. 

The notebook weighs 5.5 pounds and features a l66MHz or 
233MHz Pentium processor with MMX technology, plus a 13.3-inch 
TFT screen. Memory starts at 32MB. expandable to 80MB. 

The ActionBook 500 is priced from US$1,999 to US$3,499. 
depending on configuration. 

See hiip:/A\‘ww.iim(n.cim. 


NEC Canada adds flat-screen displays 

Offering a very large flat-screen system that includes pivot capabili- 
ty, NEC Technologies Canada of Mississauga. Ont-. has released a 
20-i-inch MulliSync LCD2010, priced at 
$9,459. 

The company also launched two 15-inch 
flat-screens — Ihe MultiSync LCD 1 5 1 OV and 
LCDi5l0. priced at $2,139 and $2,569 
respectively. 

On the CRT front. NEC has launched the 
MulliSync E900 19-inch monitor, which 
offers a 1.600 by 1.200 resolution at 73Hz. 
with a 0.28-mm dot pitch. It's priced at 
$1,189. 

NEC can be reached at; (905) 795-3600. EW 
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^^COMDEX 

Canada 98 

Canada’s #‘1 Information Technology Event for Resellers and Corporate Decision Makers. 


for 


One Destinal^ion 
Business Solu'tions. 




Connected 

Computing98 


We think of it as Canada's largest and most 
important information technology event. You can 
think of it as a mission-critical business solution — 
one that wili make your company more productive, 
profitable and technology^ise. 

■ Canada's biggest exliibition of new technologies — 
from personal produciblty tools and small business 
and workgroup applications to networking and 
Internet-enabled solutions. 

■ Showcases on every hot area of computing — 
e-Commerce, voice/dala telephony, Web interactive, 
and die Microsoft Partner Pavilion will) the latest 
Windows CE, Windows 98 and Windows NT solutions. 

■ The industry's most in-depth technology conference — 
over 101) sessions on desktop, Internet and networking 
solutions — plus COMDEX Chiuinel Forum, Seybold 
Seminars Internet Publishing Seminar and Windows NT 
special programs. 


To register or for more information, 
visit COMDEX Online at 

www.comdex.com 

To register by fax, call 781-449-5554, 
enter code 22 and have your 
fax number ready — we’ll fax your 
registration form within 24 hours. 


July 8-10, 1998 • Metro Toronto Convention Centre • Toronto, Ontario 

01S9B ZDCOMDEX & FOnUMS • 300 Fi« Avenue. Needhsm. MA0aia4-a7S8 CC9e-a37B 3/98 Tn COMDEX 

k FORUMS 



PEOPLE 




Tech Data 
Canada gets 
new president 

Rick Reid started this 
monih as the new presi- 
dent at Mississauga, 
Om.-based Tech Data 
Canada. Reid was most 
recently senior vice- 
pre.sidenl of SHL Syslemhouse Inc. 

"This is an exciting extension to what 
I’ve been doing,’’ said Reid, in an interview 
prior to starting the job. "It's a great compa- 
ny, with a lot of opportunity." 

Reid said he wouldn't talk about specif- 
ic plans for his new Job at that time. He said 
current issues facing distribution include 
margin pressures, and insufficient vendor 
support for the channel. 

Reid is replacing Eiio Levy, who com- 
pletes a three-year international assignment 
and returns to the Tech Data Corp. corporate 
office in Clearwater, Fla. Reid said Levy did 
a “fantastic job" at adding sales and growing 


the business. 

Reid has more than 23 years of experi- 
ence in the Canadian computer industry, 
including stints at Unisys Canada Inc. and 
Crowntek Business Centres Inc. 


Cancom has new chief 

(NB) — Canadian Satellite Communications 
Inc. (Cancom) has promoted Duncan McEwan 
to the post of president and chief executive. 

McEwan, formerly Cancom's vice- 
president of business development, replaces 
Alain Gourd. 

McEwan said in a teleconference with 
indusuy analysts and reporters that he plans 
to review Cancom's strategic business plan 
over the next few weeks and look for oppor- 
tunities for further improvement, but. he 
added. "I am inheriting a mantle that is very 
strong.” McEwan said his long-term goal will 
be to continue to build .shareholder value In 
Cancom. but that “for the time being. I'm 
very much here to listen." 

McEwan was aUo named to the compa- 
ny’s board of directors, as was Robert 
Manning, a director of WIC Western 
International Communications Ltd. 


Archer names vice-president 

Archer Enterprise Systems Inc., a Toronto 
developer of sales force automadon .software, 
has named Shon Wedde as vice-president, 
research and development. 

He is responsible for 
the technical development 
of Che oiganization's sales 
force automadon software 
products and services. 
Wedde has 22 years of 
industry experience. Prior 
to co-founding Archer 

StwaWetWe with Rick McCutchcon in 
1991, he held positions 
widi Northern Telecom. IBM Canada Ltd,, 
Microsoft Canada Inc., Symantec Corp. and 
AT&T Canada Inc. 

In January, he was appointed to the 
executive board of the Association of 
Microsoft Solution Providers and has been a 
member of the Symantec Act! Certified 
Consultants advisory board. 

Merisei president resigns 

Robert Mclnemey has resigned as president 
and chief operating officer of Merisel Inc. 

“I’ve enjoyed the past year with Merisel," 
said Mclnemey in a statement. "And I've been 
impres.sed with and proud of the progress that 
the company has made. However, relocating 
from the East Coast to the West Coast has not 
been an easy transition. As a result. I have made 
the decision to return to my family and my 
home in New York. Merisel’s management 
team is strong and talented, and I have no doubt 
(hat they will continue to build on the momen- 
tum that Merisel has gained." 

Chief executive Dwight Steffensen 
will assume the title of president, and 
Merisel’s executive vice-pre.sideni and chief 
financial officer James Illson will take 
responsibility for Merisel operations as 
executive vice-president of operations and 
finance, retaining the title of CFO. 

The company also announced that 
vice-president of finance Timothy Jenson 
has been appointed to the role of senior 
vice-president of finance, overseeing all of 
Merisel's financial operations, including 
financial strategy, planning and analysis. 

Vice-pre.sident of North American 
operations, Ricky Siephen.s, was appointed 
to senior vice-president of North American 
operations, overseeing all aspects of 
Merisel’s distribution, configuration and 
channel assembly, returns, customer service 
and traffic for the United Slates and 
Canada. Kit 



event you'd like to see 
listed In cem Calendar? 




r tpyAvww. ccwjTwfl, c 
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NOMINATE ON-LINE — at http://ccwmag.com 


E-mail ccw@tcp.ca FAX; (403) 262-7892 


That includes Canadians who are 
responsible for innovative hard- 
ware or software development, as 
well as unique integration and 
technological solutions. If you know 
of individuals deserving recog- 
nition for their technical 
excellence, please tell us 
about them. 


Nominations will be evaluated 
by a panel of Editors 
from Canadian Computer 
and Canada 
Computer Paper Ino. The 
winners will be featured 
in a special July 1998 
issue. Nominations 
close May 15,1998. 


Our country 
numerous technological advance- 
ments to the world community. And 
many bright individuals 
Canada are working hard at 
furthering the capability and 
effectiveness of computing 
technology. 


Canadian Computer 
- Canada's technical 
for computer resellers, wants 
to honor Canadians who 
are noteworthy for their 
technical contributions 
to advancing 
technology and 
information technology 
industry. 


NAME OF NOMINEE: 


COMPANY: 


TELEPHONE NUMBER: E-MAIL (if available): 

REASON FOR NOMINATION: 


YOUR NAME: COMPANY: 

TELEPHONE: E-MAIL: _ 


Thanks for your involvement! CCW Technical Excellence Awards 





Services Industry 

by Leslie Arrant! and Margery Leach 

The Canadian IT professional services indus- 
try has developed a strong presence both 
svithin Canada and in international markets. 
This industry showed significant growth in 
1997. demonstrating that the market is still 
very much alive lor system integration, cus- 
tom application development. IT education 
and training, and IT consulting. 

The BranhamSOO database, which tracks 
the top 50 independent Canadian profession- 
al services companies based on annual rev- 
enues, indicates that the top 50 Canadian pro- 
fessional services organizations collectively 
generated $1.7 billion during 1997. This rep- 
resents a 21 per cent increase over the $1.4 
billion generated in 1996. 

Furthermore, these top 50 companies are 
responsible for employing more than 16,500 
people worldwide. 

Some of the Canadian industry’s key 
players are such globally known entities as 


Is Growing 



Deloitte & Touche. LGS Group, PROCOM. 
Andersen Consulting and The CGI Group, 


CGI holds the number one position, reporting 
revenues of $232 million in 1997. 

The top services companies are relative- 
ly mature, with 40 of the top 50 companies 
established prior to 1990. In contrast with the 
software industry, this sector of the IT indus- 
try is not prone to public trading, with 82 per 


Reader Poll 

Last issue, we asked: 

We asked you to predict the most likely scenario in the handheld 
market a year from now. 


cent of the top 50 companies being privately 
held. Intense competition has created a 
changing face for the sector, which is charac- 
terized by a high degree of industry consoli- 
dation. This past year has seen some major 
mergers and acquisitions take place within 
the top professional services companies 
worldwide, such a.s Coopers and Lybrand 
merging with Price Waterhouse and Ernst & 
Young merging with KPMG. 

In Canada, the CGI Group Inc. has 
maintained an acquisition-based growth strat- 
egy as witnessed by its purchases of CDSL 
Canada Ltd. and Bell Sygma. 

The professional services industry is 
expected to continue to play an important 
role, despite the apparent increasing sophisti- 
cation of users. Year 2000 conversion issues 
alone have taught us that technology has 
touched almost every aspect of our lives, and 
our dependence on the experts is likely to 
continue. IM 

Leslie Arrand and Margery Leach are cansul- 
lanis ai The Branham Group Inc. in Oitawi 
(hllp://Hww.branham.ca) — an iniernaiional 
marketing and management consulting firm 
with a stated commitment to: "Delivering 
competitive advantage to the IT industry." 
Phone: (613) 745-2282: or fax: 

(613) 745-4990. 


You said: 

QQfl/ 3Com's Palm platform will be by far the leader in the cate- 
^ gory, in terms of revenue and unit share. 

Windows CE handhelds will come into their own in the 
next year, and market acceptance will happen in a big way. 
Q(^ Some other next-generation handheld product will emerge 
® and will be on its way to capturing the market. 

32 % Handhelds will be a fairly insignificant market category. 


This issue: 

Our Lab Test (page 40) reviewed a number of ink-jet printers on 
the market. But we'd like to hear about your experiences with sell- 
ing ink-jet products to your customers. 

Our question to you: 

When it comes to YOUR customers, which is the highest priority 
criteria for their ink-jet purchases? 

I I Quality of black printing, 

[ I Quality of color printing. 

I I Speed of printing. 

I I Price of the printer. 


Win FREE software!! 

Vote in our Reader Poll! 

A randomly drawn winner will 
get a free copy of Symantec 
pcAnywhere32 Version 8.0. 

Congratulations \ 

to our March winner of Norton CrashCuuni: 

Tony Slallcry. president. Oxford Compuler 
Consulting and Sales, in Tilsonburg, Oni. JJL ... 

r. ^ - i 

Uig into our Web silci ,' 

http://www.ccwmag.com, 

E-mall: ccwtirtcp.ca. or send your responses. 

( 604 ) 608-2686 
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GVC NIC-2007T - Fast Ethernet Adapters 

These 32-bit PCI Fast Ethernet adapters are ideal for building 
new networks or expanding existing networks. They operate at both 
100 & 10 Mbps speeds, automatically adjusting to the network 
speed. Additionally the auto-configuration feature makes 
installation extremely easy. 


Available At 



Celebrating Ten Years of High Performance 


Visit Pro-Data on the World Wide Web www.pro-data.c 


CON TACT 



i.C. 

Vancouver 
Phone: (604) 913-1568 
F«: (604) 925-3057 


Alberta Man,/Sask./N.W. Ont. 

Caloary Edmonton Winnipeg 

Phone: (403) 250-6881 Phone: (403) 413-6210 Phone: (204) 231-0590 
Fax:(403) 250-7706 Fax: (403) 4166212 Fax:(204) 231-0480 


Out of Town Dealers call 1-800-567-3274 



LCD flat panel technology 
just became affordable for 
everyone! 



1024x768 resolution 
14.5" diagonal view 
Amplified stereo speakers 
2.5' thin (without base) 

7.5 lb. light (without base) 

Easily detached base 

(FT1 5 also available In charcoal gray) 

For more inlormatioh oheck out 
Sceptre's website at 


FTIS — only 

$1199 

MSRP (US) 

Only Sceptre®, the people 
who introduced multimedia 
flat panel technology, could 
bring you pricing this 
outrageous! 

So get that big hulking CRT 
off of your desktop and 
reclaim real estate you 
thought was gone forever! 

Call 1-888-LCD-FT15 for 
corporate discounts and a 
dealer near you! 



WWW.SCEPTRE.COM 


EXCELLENCE FOR ALL THE WORLD TO SEE 



LEGEND • QDI 

A “BrHHant” Choice from QDI 



QDI Uainboards 
With “S Easies” 
Technology Offer 
You the Beat 
Computer Value 
Anywhere 


Speed Easy 

LogoEasy 

ThermoEasy 

PowerEasy 

ManageEasy 


K ■ 306mm x 190mm 

Bilillant I 

• Intel 82443BXAGP set 
•Intel 82371AB (PIIX4E) 

• One AGP slot 

• 66/IOOMHz 

• Three 168 pin 3.3V unbuffered 100/66MHz DIMM sockets 

• Supports 8 to 384MB 100/66Hz Sync DRAM 

• Supports slow down, suspend to memory, suspend to han 

• Supports PS/2 mouse Wakeup, PS/2 keyboard Wakeup 

• LM80 monitors 2 fans’ speeds, 6 power supply v( 
intrusion, mainboard temperature 

» IBl^winitor-the temperature of CPU (opt 


User Friendly Technobgy for Easy CPU Setting 
Your Own Logo Utility 

TTie Only Way to Make Sure Your PC is Properly Cooled 
The Essential Tool to Unlefi^ the Upgrading Power in PC 
Legend QDI's En^nc^t^fert/Server Software 


- a Tool to 




fb 




World Class 
^*^^HlainbQard 


lAgatay 


Ownership 

•mtel 82443BXAGP set 

• Intel 82371 AB (PIIX4E) 

• Dual Intel Pentium* II Processor 

• One AGP slot 
•66/IOOMHz 

• Three 168 pin 3.3V unbuffered 
100/66MHZ DIMM sockets 

• Supports slow down, suspend to 
memory, suspend to hard disk 

• Supports Secuity Mode (Disable 
power button, reset button and key- 
board input until password accepted) 

• Supports KB wakeup, PS/2 mouse 
31 omm X 305mm wakeup, infrared wakeup (option) 

• LM80 monitors 2 fans' speeds, 7 
power supply voltages, chassis intru- 
sion, mainboard temperature 

• 2 MAXIM 1617 monitor the tempera- 
ture of two CPUs (option) 


Visit our web site: www.qdi.ca 
Toronto: (905) 940-3827 

Montreal: (514)335-6811 

Vancouver: (604) 278-6789 




